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FERTILIZER—Summer bonanza for oil heat jobbers 


A McGRAW-HILL PUBLICATION 
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ALEMITE 


WORK BENCHES 











ideal work centers for a modern, 
money making lube bay! 


Your customers naturally expect good work from a 
department built around one of these handsome units. 
The clean, glistening beauty of these work benches tells 
them that here is a department that is orderly, efficient 
—ready to give their car the best of service. There’s 
nothing like a modern lubrication bay to gain customer 
confidence rast—bring greater profits to rou! 


Every lubrication department needs a work center, 
so why not start with the finest? These benches by 
Alemite look efficient and they are efficient .. . can just 
about double a mechanic’s efficiency. Big easy-to-reach 
tool board plus ample storage space eliminates wasted 


steps, time looking for misplaced tools. Baked enamel 
and stainless steel finish is easy to keep clean, keeps its 
beauty year after year even with hard usage. 


Find out right away how easy it is to have the kind 
of lube bay customers admire, and that makes the kind 
of SALES you ADMIRE! Ask your Alemite salesman for 
complete details on Alemite work benches, Topay! 


1826 Diversey Parkway 
Chicago 14, Illinois 





Guardian 


LIGHTING 


BRIGHTEN UP for Increased Gallonage and TBA Sales 


The magic of greater illumination is building new, 
important business in station after station. Prove it to 
yourself with Guardian Service STATION LIGHTING. 


For remodeling or new instal- 
lation needs check first 
with Guardian— your One 
Sure Source! Write for FREE 
complete Catalog No. 52. 
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Guardian Light Company 


OAK PARK, ILLINOIS 


Canopy Fluorescents 


Horizontal Fluorescents 
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ONE LOOK to. 


opw 
VISHFLE 


It’s important to know at all times— 
' what’s going on . . . as well as what’s 
going through ! 
You'll find OPW “VISI-FLO” Sight 
Glass Indicators a trustworthy visible 
means of alerting you as to rate of flow, 
viscosity, color of liquids, clarity and 
purity of product. 
Whether it’s entrained solids, gasoline, 
oil, water or even orange juice .. . 
“VISI-FLO” accurately shows you .. . 
helps you to insure protection against 
line stoppage . . . helps maintain uni- 
formity, a high standard of product 
quality, and an even continuity of 
production. 





From plain type to magnetic indicating 
type, the complete “VISI-FLO” line 
represents every application possible— 
vertical, horizontal, screwed end, 
flange type, with or without propeller. 
Manufactured in types for application 
to exposed pipes or for predesigned 
liquid channels incorporated in the 


machine. a 











Contact your oil equipment jobber for specific 
recommendations or Write for Bulletin F-6 


2735 Colerain Ave. @ Cincinnati 25, Ohio 
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Petroleum 


Behind Our Headlines 


Anyone with a heating oil truck 
standing idle in his bulk plant this 
spring will find some worthwhile read- 
ing On page 20. 

Going into great detail, the story 
tells how a St. Louis jobber put his 
heating oil trucks to work hauling 
liquid fertilizer off-season. This is a 
brand new development, and this is 
the first time the whole story has been 
told. 

Even so, the story won't end here. 
The jobber in question, W. F. (Bill) 
Schierholz, Jr., of St. Louis, mimeo- 
graphed a letter which he sent in reply 
to questions about his new venture. 
NPN asked about using the informa- 
tion carried in the memo. 

“No, don’t do that,” replied Mr. 
Schierholz. “Our experiences have al- 
ready outdated some of that informa- 
tion. I would have to revise that memo 
to bring it up to date.” 

All that in a month’s time. 

Len Castle, our Midwest editor, 
gathered the information for the story. 
At first, we were going to include the 
Schierholz story in a general article 
being prepared on ammonia fertilizer. 

But this fast-moving operation 
changed our minds. Len reported that 
changes were coming so fast, he rec- 
ommended that we put the Schierholz 
story out right away. That’s what we 
are doing. And you'll get the general 
story later. 

Impressed by the possibilities of 
this development, Len commented in 
a memo, “This could be as important 
to the heating oil business as the con- 
version from coal to heating oil was 
years ago.” 


—Herbert A. Yocom 
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NOW is the time 


to STREAMLINE 
x your Truck Fleet 


N 


EXTRA PAYLOAD on fuel oil transport service and 
big deliveries is White 3000 exclusive advantage. 
Here is White 3022 tractor owned by PATTERSON 
FUELS, Philadelphia. 


with the WHITE 3000 


PROFIT today depends on split-penny distribution 
efficiency in the fuel oil industry. 


Match time and labor-saving plant operations with FIND OUT FOR YOURSELF! 


the most modern motor truck available for your busi- 


ness—the White 3000. ELIMINATE high-cost trucks in your 
Its functional design assures delivery savings you can delivery fleet . . . today! Your White 


measure first day in service ...and count on for years. Representative is prepared to analyze 


: P , ‘ k need 
From its safety power-lift cab to its outstanding panel subg Sse warmer ine 


maneuverability and visibility, the White 3000 is ‘ormation on delivery efficiency for 
tailored exactly to your needs. See your White Rep- your business. He can show you how 
resentative today! profitable it is to STREAMLINE your 
ii truck fleet .. . now! 





THE WHITE MOTOR COMPANY ~* Cleveland 1, Ohio 








«++ With the 
Sofety 
Power-Lift 
Cob 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 
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AHEAD OF THE NEWS 


Atomic-Oil Competition—Jersey Standard does not 
think atomic energy will be competitive with oil in home 
heating, automobiles, trucks, buses, airplanes or railroad 
engines. Jersey President M. J. Rathbone says that in the 
future atomic power “undoubtedly” will compete with 
coal, oil and gas in large electric power plants. But he 
discounts this as a serious threat to the oil industry. He 
points out that last year less than 3% of the oil consumed 
in the U.S. was in the generation of electric power by 
utility companies. Rathbone adds that Jersey Standard is 
“following atomic energy developments closely” and be- 
lieves “there is room for both oil and atomic power in the 
world’s energy picture.” 


Better Station Training—Standard of California will 
order 6,500 Service Station Management handbooks being 
prepared by American Petroleum Institute. Company per- 
sonnel will deliver the handbooks, sitting down with the sta- 
tion operators to explain the material. E. J. McClanahan, 
Standard’s marketing vice president, thinks this is the only 
real way to get value out of such station training aids. Mc- 
Clanahan heads the Marketing Personnel Training Commit- 
tee in API’s Marketing Division—the group preparing 
the 50-page handbook. He says the publication will be the 
best ever done on the subject. 


12-Volt Expansion—General Motors is going all-out on 
12-volt electrical systems for its 1955 passenger cars and 
trucks. With GM going all the way, competition will be 
forced to follow close behind. 


Ready for Quality Race—Richfield Oil Corp., Los An- 
geles, says it is in a position to produce gasoline for future 
car engines with 10 to 1 compression ratio and 300 horse- 
power, now that a $40 million expansion-modernization 
program has been completed at its Watson, Calif., refinery. 
Crude throughput at the plant has been boosted from 20,- 
000 b/d to 123,000 b/d. New units include a 63,000 b/d 
fluid catalytic cracker, and a 60,000 b/d vacuum still. And 
charge capacities of other units have been increased. 


Gasoline Price Boomerang—The Justice Department 
and the Federal Trade Commission are under heavy pres- 
sure from organized gasoline retailers to investigate major 
company policies toward dealers in price wars. Dealers 
complain that the majors: (1) Force the dealer to bear 
the full brunt of price cuts, (2) merely split the loss with 
the operator, or (3) press the dealer to become a com- 
mission agent. The complaints are not confined to such 
price war hot-beds as New Jersey and Pennsylvania—but 
are widespread. But neither DJ nor FTC is eager to act. 
One reason is that some dealer groups have left themselves 
wide open to price-fixing charges, by setting retail gaso- 
line prices. Some groups have even advertised their actions 
in local newspapers. Thus, the complaints now coming in 
could backfire against the dealers. 
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Jobbers Shun Divorcement—Jobbers who are bitter 
over the oil pricing policies of some suppliers may eventu- 
ally turn to the Federal Trade Commission or the Justice 
Department. But if National Oil Jobbers Council has a 
voice in the matter, there will be no request for divorce- 
ment of oil marketing from production, refining and trans- 
portation. NOJC General Counsel Otis Ellis says: (1) 
The council has never leaned toward divorcement, and 
(2) has no current intention of going to Congress to ask 
for it. Ellis thinks that in some cases jobber co-operation 
in trying to solve the “back-door” pricing problem is being 
stretched to the breaking point. But he adds that “the door 
is still open” to settlement within the industry. 


Freer Tax Write-Offs?—The Senate Finance Commit- 
tee may go beyond the House decision to liberalize fast 
tax write-offs. House members voted to permit writing off 
two-thirds of the cost of plant or equipment within one-half 
of its useful life. It is uncertain how much further the 
Senate group might go. But any liberalization would apply 
to all investment, and would be separate from the five-year 
tax write-offs under the defense program. 


Highway Tax Equality—Products other than oil should 
be taxed to produce a fair distribution of the highway tax 
load, says Robert L. Milligan, Pure Oil president. He 
thinks highway costs should be fairly allocated among all 
who benefit. And he believes this calls for continued study 
“to insure equity for all classes of taxpayers.” 


More Oil for Reds?—Oil products will be one of the 
principal points of issue if the growing fight over East-West 
trade gets to the bare-knuckles stage. Foreign Operations 
Administration Director Harold Stassen is lending a willing 
ear to arguments of Western allies that the bans should be 
eased on shipments of strategic materials to Iron curtain 
countries. But strong opposition is developing on Capitol 
Hill, chiefly from Senator McCarthy (R., Wis.). In prepa- 
ration for a showdown on oil, a government study is being 
made of current controls on exports of U. S. oil products. 
The study will examine what relaxation, if any, could be 
made without increasing Communist war-making strength. 


Eye on Venezuela—Several California oil companies are 
said to be showing interest in oil producing concessions in 
Venezuela. A. T. Proudfit, president of Creole Petroleum 
Corp. (Jersey Standard subsidiary operating in Venezuela) 
was quizzed about the prospects during his recent trip to 
the West Coast. The California companies reportedly don’t 
like the idea of huge outlays needed for developing pro- 
duction in Venezuela—but might consider joint operations. 


For more Ahead of the News > 








} - gives you Fub-Valuo 


panels that are guaranteed... 
colors that are guaranteed! 











PORCELAIN ENAMEL CAN BE TOO THICK! 


ms Contrary to popular opinion . . . a heavy coat of 
avidson porcelain does not mean Quality. The heavier the 
coat . . . the less the flexibility and the greater the 

chances for crazing and chipping. 


| Quality porcelain enamel, as defined by the Por- 
celain Enamel Institute, should not exceed 0.030” 
P name thickness on the exposed surface, except where 
surfaces bear several colors or special textures. 
if} Summed up—the thinner the ground and cover 

ce coats—the greater the durability. 


Davidson gives you the finest panels available— 


. 16 gauge enameling steel, with just 0.003” ground 
... the ideal 


coat and 0.003” cover coat—a, total thickness of 

4 4 only 0.006”—80 % thinner! Remember—there is a 

Service Station big difference in porcelain enamel—it will pay you 

covering ae to look to Davidson for the finest—to place your 

* confidence in Davidson's undivided responsibility! 
material that can  adetala 


Complete information on Davidson porcelain 


be pre-fabricated enamel and the Davidson dealer organization is 
available . . . it’s yours for the asking. Write for it 


to your plans! today. 








. 
Davidson ENAMEL PRODUCTS, INC. 


1103 EAST KIBBY STREET, LIMA, OHIO 
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AHEAD OF THE NEWS 


Wants Bigger Refinery—Pan American Refining Corp. 
has decided to build a 35,000 b/d refinery near Yorktown, 
Va., instead of the 25,000 b/d plant originally proposed. 
The general construction contract will be let late this year. 
The refinery’s products (including unleaded premium gaso- 
line) will be sold through American Oil Co. 





Price Probe Push—The Senate Small Business Commit- 
tee will continue its study of gasoline price complaints by 
New Jersey station operators. The committee may send an 
investigator to New Jersey for an on-the-spot look at gaso- 
line prices. 


Red Tape at Interior—Oi! men may expect to find them- 
selves being routed through more “channels” in Washington 
now that Petroleum Administration for Defense has been 
replaced by the Oil and Gas Division of the Interior De- 
partment. PAD operated directly under the Interior Secre- 
tary (who was the titular head of PAD) and therefore had 
considerable independence. But now, OGD has been meshed 
into the Interior Department and will have to follow all the 
department’s operating rules. 


More Diesel Tugboats—The market for Diesel oil to 
power domestic water carriers promises continued growth. 
Already the Dieselization of the tugboat fleet has passed 
the half-way mark (567 Diesel against 483 steam). Railroad- 
owned tugs are lagging behind independent fleets (with 34 
Diesel against 132 steam). 


Formosa Oil Growth—A 10,000 b/d Thermofor cata- 
lytic cracking unit will be built at Chinese Petroleum’s 
Taipeh refinery on Formosa, The unit is part of the 
company’s modernization and expansion program. 


NPN Staff 


Japan Curbs Oil Use—The Japanese government plans 
to restrict the use of heavy oil to save tcreign exchange 
and to overcome a coal industry recession. The govern- 
ment will urge factories and oil dealers to use coal instead 
of heavy oil for fuel. After next October, the use of heavy 
and light oils for heating and public baths will be banned. 
The government is also setting a ceiling on heavy oil use 
and will have controls to prevent unreasonable price 
increases. 


New Colombia Refinery — International Petroleum 
(Colombia) Ltd., affiliated with Jersey Standard, plans to 
spend $20 to $25 million for a new refinery on the Carib- 
bean coast of Colombia, at Cartagena. Construction is 
slated to start early next year. The refinery will be able 
to supply both the Caribbean and Pacific coasts of Colom- 
bia, and should have product for export. A recent study 
showed that Latin America (especially Colombia) is in- 
creasing its needs for oil faster than any other area in the 
world. 


Chemical Output Grows—Lion Oil Co.'s new petro- 
chemical plant near New Orleans is slated to reach full 
production this month. The first trainload of anhydrous 
ammonia was shipped from the plant May 17, and current 
output of the product is about 300 tons a day. Lion expects 
shipments of anhydrous ammonia and pelleted ammonium 
nitrate will average 600 tons a day when the plant is in 
full production. 


Australian Octanes Up—Vacuum Oil Co. is expanding 
its refinery at Altona, Australia, to produce high octane 
gasoline. Slated for completion by 1956, the new facilities 
will produce 20 million gal. a year, which will meet a good 
part of Australian demand for high-octane gasoline. Most 
of the country’s needs are now imported from the U. S. and 
Indonesia. 
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See how USS COR-TEN steel 
makes bigger payloads possible! 


Carries 300 extra gallons 


USS Cor-TEn steel saves about one ton of 
deadweight in this 7,000-gallon unit built 
by Butler Manufacturing Co., Minneapolis, 
Minn., and enables it to carry an extra 300 
gallons. Thus, Indianhead Truck Lines— 
with a large fleet of units like this, most of 
them of USS Cor-TEn steel—is able to de- 
liver more petroleum products at less cost 
‘ throughout Minnesota, Wisconsin, South 
Dakota and North Dakota. 





Carries 180 extra gallons 


If this 5600-gallon Trailmobile tank were 
built of plain carbon steel it would weigh 
12,900 pounds. Built of USS Cor-Ten steel, 
it weighs only 11,800 pounds. The 180 gal- 
lons of payload that ride cost free, in place 
of 1100 pounds of deadweight trimmed off 
by Cor-TEN steel construction, mean a clear 
saving in delivery costs. 


Carries 257 extra gallons 


In these units, built by Clouch 
Equipment Company, Seattle, 
Wash., USS Cor-TENn steel con- 
struction trimmed 765 pounds off 
the truck tank, 906 pounds off 
the trailer tank—saved a total 
of 1671 pounds in all. And every 
6.5 pounds of weight saved 


added one gallon to the total load carried. 


In other 


words, 257 extra gallons can be hauled at no extra cost. 


You can get capacity, increases like these in your equipment, too! 


ICC specification MC 303 shows the permissible lighter gages of high-strength steel for tank sheets. 


The payload is the pay-off. Day after 
day, through the long life of the 
equipment, these free-riding gallons 
pay a growing profit in reduced op- 
erating costs. 

But building lighter with USS 
Cor-TEN steel does more than save 
costs by increasing payload capacity. 


Cor-TEN steel’s greater strength, 
greater toughness, higher resistance 
to wear, abrasion and fatigue, and 
particularly its high resistance to at- 
mospheric corrosion—4 to 6 times 
that of plain steel—combine to insure 
unusual durability and stamina 
which pay off in reduced mainte- 


nance time and lower repair bills. 

For more information on USS 
Cor-TEN steel, get in touch with our 
nearest district sales office. Our engi- 
neers have had wide experience in 
applying it to all types of transport 
equipment. And send for a copy of 
our Cor-TEN steel book. 


UNITED STATES STEEL CORPORATION, PITTSBURGH * AMERICAN STEEL & WIRE DIVISION, CLEVELAND + COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


NATIONAL TUBE DIVISION, PITTSBURGH 


* TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


+ UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 


USS COR-TEN High Strength STEEL 
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WASHINGTON 


FTC May Be Getting Out from Under 


It is unlikely that the Federal Trade 
Commission will re-open the “Detroit 
Case.” 

Reasoning of the commissioners is 
apt to go like this: If FTC does agree 
to go into the matter again, critics 
would be quick to raise the cry that 
the FTC was “yielding” to a major 
oil company. 

By refusing to consider the contro- 
versy further, FTC would be virtually 
forcing the case into court. It would 
then be a court action, and not an 
FTC action. Thus, FTC would be in 
the clear. Furthermore, even should 
FTC agree to reconsider, it’s a sure 
shot that whatever action it would take 
would eventually wind up in court 
anyway. 

The present status of the legal mara- 
thon is this: Indiana Standard has not 
filed a compliance report with FTC. 
Instead, it has asked the commission 
to void its 1953 order on the grounds 
that FTC did not follow the instruc- 
tions of the Supreme Court when it 
issued the order. Two jobber groups 
(Empire State Petroleum Assn. and 
Ohio Petroleum Marketers) have filed 
similar petitions, pointing out the 
harm the order would do to jobbers 
in general. 

If FTC refuses to grant the petitions, 
the 1953 order will continue in effect 
and the company would either have 
to comply, take the matter to court, 
or refuse to comply and let FTC try 
to enforce the order. 

Almost lost in the shuffle is the basic 
issue of what actually constitutes “good 
faith” action in price discrimination 
cases. 


What Talk Can Do 


Talk—if there is enough of it—has 
a habit of bringing on actual develop- 
ments. And there is a lot of talk in 
Washington these days connecting 
Senator Joseph McCarthy (R., Wis.) 
with the 27.5% oil depletion tax al- 
lowance. 

The allowance has had some sharp 
press criticism in recent weeks by 
writers intent on proving that the 
allowance gives oil men, particularly 
from Texas, a political slush fund. 
According to this theory, the Texas 
oil men are financing political cam- 
paigns and activities. 

Such attacks on the allowance are 
almost normal, of course. But the new 
wrinkle is the allegation that the tax 
benefit is being used to finance the 
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Senator from Wisconsin's political 
activities, either directly or by using 
it to help elect men of the same 
political persuasion. 

Here’s the real rub. This is being 
talked about so much that it is gradu- 
ally assuming the status of fact, not 
just speculation. 

Anything that is repeated often 
enough eventually is believed by un- 
critical listeners. 

And that puts heat on legislators. 
“It is getting so that a vote for deple- 
tion is practically a vote for Mc- 
Carthy,” one of them complains. 

If the trend continues, it will spell 
plenty of trouble for retention of the 
allowance. 


Liaison Was Poor 


The recent introduction of a dozen 
“protectionist” trade bills in the House 
provided something in the nature of 
a comedy of errors. 

The bills all were pretty much alike 
—trevising the tariff adjustment pro- 
cedures, making it easier for the Tariff 
Commission to protect domestic indus- 
tries against imports, etc. 

The fountainhead, actually, for the 
basic draft was the Nation-Wide Com- 
mittee of Industry, Agriculture and 
Labor on Import-Export Policy. Rep- 
resentatives of many industries threat- 
ened by imports, Washington officials 
of the group and members of Congress 
had conferred for months on the type 
of legislation that would fit everyone’s 
needs. 

The resulting draft was fairly long 
and contained “something for every- 
body.” First attention was drawn to 
the bill, H. R.9159,- introduced by 
Rep. Oakley Hunter (R., Calif.). Be- 
fore printed copies of the bill became 
available, mimeographed copies were 
made available to the press by the 
protectionist committee. 

Trouble was, Rep. Hunter dropped 
out certain provisions in the basic draft 
in introducing his bill, but this didn’t 
become clear until the printed version 
appeared. Checking up to find out 
what had happened, reporters were 
referred by Rep. Hunter’s office to the 
committee. 

As it finally turned out, the dozen 
bills retained the major portion of the 
committee’s draft but differed among 
themselves because some of the Con- 
gressmen eliminated some of the pro- 
visions. 


—NPN Washington Staff | 


NEWS 





RUGGED! 


Attaches to airline, fits the hand. Dial the 
pressure, get it automatically — fast, easy 
one-hand operation. You can air a set of 
tires in seconds — even in the dark! 


New NELSON Equamatic 
TIRE INFLATOR 


@ RUGGED FORTRESS WALL — thick 

\ pressure-cast aluminum body pro- 
\tects parts — dropping, banging 
\won't hurt it! 


e/RUGGED REGULATOR SPRING 
— extra-heavy gauge; stays accurate, 
dependable for years! No cartridges 
to buy, no returning to factory for 
calibration ! 


END GAUGE TROUBLES NOW. 
Modernize with NELSON auto- 
matic inflation for as little as $14.95 
Liberal trade-in allowance — sce 
your jobber or send coupon now 


Please send literature and prices 
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PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 





PETROLEUM INDUSTRY 


Par ee 


Se A 
: 


WEEKLY PETROLEUM STATISTICS ‘arp 


Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M. (thous. bbl.) 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 
Refinery Output 
Gasoline (thous. bbl.) 
Kerosine (thous. bbl.) 
Distillate fuel oil (thous. bbl.) . . 
Residual fuel oil (thous. bbl.) ..... 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) .. 
Crude oil imports (thous. bbl. daily) . . . 


Bi) MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 
Exports of crude and refined products (thous. bbl.) 
Average station gasoline price, ex tax (¢ per gal.) . 
*Gasoline consumption (million gal.) 

Service station building permits (number) 

Passenger cars—domestic shipments (thous.) 
Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 

Oil burner shipments (thous.) 


* Excludes Oklahoma. 


INDICATORS 


Week Ended 


May 22, 1954 


174,552 
68,329 
22,263 
45,766 

275,909 


6,969 
677 
86.0 


23,353 
2,030 
9,153 
8,261 


6,334 
732 


Latest Month 


42,104 (Mar.) 
9,677 (Mar.) 
21.37 (May) 
3,527 (Feb.) 

531 (Mar.) 
515 (Apr.) 
80 (Apr.) 
4,350 (Mar.) 
1,421 (Feb.) 
43 (Feb.) 


Gasoline 
Kerosine 
Distillate 


Lube oil 
Crude at 


NPN PRICE AVERAGES* 
Refinery/Termiral 
¢ per gal. 
— 28 Apr. 30 May 25 


1954 


11.74 
10.35 


8.95 

Residual 3.81 
4 principal 

products 8.87 

16.77 


well ($ 


per bbl.) 2.81 


1954 


11.85 
10.36 


16.98 


1953 
11.71 
10.12 

8.64 
3.47 


8.97 
3.90 
8.96 8.70 
17.69 


2.82 2.63 


* Weighted average price, prin- 


cipal markets. 


Week Ended 
Apr. 24, 1954 


178,033 
58,932 
18,518 
43,779 

269,647 


6,812 
562 
84.1 


23,319 
2,155 
9,418 
8,361 


6,482 
680 


Previous Month 


46,831 
9,965 
21.60 
3,574 

370 
510 
85 
3,557 
1,788 
45 


Week Ended 
May 23, 1953 


152,403 
66,776 
22,003 
40,629 

278,290 


6,983 
665 
91.3 


22,660 
2,122 
9,753 
8,348 


6,269 
681 
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SUPPLY AND DEMAND 


Crude Runs Dip—Crude runs to stills 


at U.S. refineries dropped back 
under the 7 millions b/d mark in the 
week ended May 22, according to 
American Petroleum Institute sta- 
tistics. Gasoline output at refineries 
declined, but output of other prin- 
cipal products was up. Stocks fol- 
lowed a seasonal pattern, gasoline 
declining and other inventories 
building up. Crude and condensate 
production was up 6,600 b/d from 
previous week to 6,434,850 b/d. 


Oil Demand Rises — Total oil de- 


mand averaged 8.6 million b/d in 
the first quarter of 1954, up 1.5% 
from the first quarter 1953 average 
of 8.5 million b/d, says the Bureau 
of Mines monthly petroleum state- 
ment. Domestic demand was up 
2.8% and exports dropped 22.3%. 


Imports Gain—API report shows a 


gain of 256,800 b/d in total US. 
imports of crude oil and products 
for the week ended May 22. East 
of California imports rose 274,500 
b/d, while California imports slid 
17,700 b/d. Current figures include 
55,000 b/d to cover non-reporting 
companies, all east of California. 
Military and other government 
agency receipts, averaging 8,000 
b/d in the first quarter, are omitted. 


Louisiana Flow Cut—State Conserva- 


tion Commission has set Louisiana’s 
June crude oil allowable at 690,612 
b/d, 4,769 b/d below May, ac- 
cording to Commissioner John B. 
Hussey. North Louisiana was al- 
located 115,939 b/d and South 
Louisiana 574,673 b/d. 


Refinery Capacity Up—Capacity of 


Imperial Oil’s reconstructed Regina 
refinery has been upped from 
20,000 to 22,500 b/d, equal to 
more than half the total require- 
ments of Saskatchewan. The new 
process units, including a 7,500 b/d 
fluid catalytic cracker, will be 
opened officially June 4. 


India Refinery — Standard Oil Co. 


(New Jersey) has signed a contract 
with the West Bengal government to 
build a refinery if oil drilling opera- 
tions in the Bengal Basin of India 
are successful. Two American oil 
companies and one British company 
will begin wide-scale prospecting 
soon. Caltex Ltd. and the British- 
owned Assam Oil Co. are expected 
to sign drilling leases shortly. 











“Word of Mouth” Advertising 
from Ballston Spa, N.Y. 


“We just put in a 
personal call!” 


“Word of Mouth” advertising, it is said, is the best kind of 
advertising so Richfield is pleased to pass on to you the un- 
solicited words of R. D. Thomas, Richfield Distributor of 
Ballston Spa, N. Y. 


Says Mr. Thomas, “If we have a particular problem the 
solution of which requires assistance above and beyond our 
organization, we do not encounter the delays and red tape 
prevalent in most corporations, but we just grab the phone 
and put in a personal call to either Fred, Ralph, Howard, 
Alex or Ben* who give us the benefit of their experience 
and advice. 


“It is the rapid solution of these problems that creates satis- 
fied customers and satisfied customers are the reason our 
business continues to grow and prosper.” 


Mr. Thomas is himself a satisfied customer—of Richfield— 
having increased his gallonage over 300% since donning the 
cream and blue colors of Richfield Oil twenty-four years ago. 


Mr. Thomas’ word of mouth advertising echoes the words 
of other Richfield Distributors from Maine to Florida for a 
host of reasons. Find out the reasons. Do it now. Write, 
wire or phone. 


* All of these are top Richfield Executives including the 


President. 


OIL CORPORATION OF NEW YORK 
542 FIFTH AVENUE. NEW YORK 36, N. Y, 


Serving the Eastern Seaboard from Maine through Florida 
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We tear truck axles to 





in the new Timken-Detroit indoor proving ground 
...and only Timken has it! 


We smash, twist, jerk and over-load them. Match every imaginable 
hauling situation. Then add a few ruinous tricks of our own. 


It’s done on purpose. So we can tell 
you in advance that a Timken-Detroit 
axle can take a more brutal beating on 
the job it was designed for than any 
other axle made. 

To prove it, we condensed a multi- 
thousand acre proving ground into one 
room. In it, our engineers can apply 50 
years of experience in building axles for 
trucks, buses and trailers. Here axles 


and gearing are subjected indoors to 
any possible outdoor hauling condition. 
Axle performance is measured and an- 
alyzed under absolute scientific control. 

As a result: you enjoy longer axle life; 
less maintenance, repairs and down- 
time; lower operating costs; fatter prof- 
its. No wonder Timken-Detroit axles 
are the choice of manufacturers and 
owners everywhere! 





How TDA proves axle quality 
in this ‘Torture Chamber.” 


We take one of our axles and put it 
on the “block”. . . then duplicate 
the roughest hauling condition, 
hour after hour, day after day... 
such as simulating 500,000 miles of 
toughest driving in just a few days. 
Or we “dream up” a test like going 
up hill with a full load at 45 m.p.h. 
from California to New York—non- 
stop. There is no other axle-testing 
like it in the world! 





This is our “truck driver,” he 
works in the “Torture Chamber.” 
Above him are graphs showing 
speed and torque performance un- 
der any operating condition he 
chooses . . . soft ground at full load 
... mountains... express highways 
or side roads. With special dials, 
recorders and electronic devices, he 
actually drives the axle with scien- 
tific accuracy from his chair! 





You haul gas—on schedule! And you’re 
sure with Timken-Detroit axle shafts. 
Proved capable of being twisted 14° —for- 
ward and backward—36 times a minute, 
24 hours a day, for days on end. Only 
Timken-Detroit “Torture-Tested”’ axles 
can take this brutal treatment—assure you 
top performance— make you more money 
per load. 


TRADE MARK REGISTERED 


“TORTURE-TESTED” 
to Save Money on the Job 


WORLD’S LARGEST MANUFACTURERS OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 





Timken-Detroit Front Axles 


Here is easy, positive steering control. 
A little man can handle a large rig 
with TDA front axles as easily as a 
big 210-pound, six-footer, at fast or 


slow speeds . . . on smooth or rough 
roads. No wheel kickback. Tractor 
hook-ups have smallest possible turn- 
ing radius — greatest maneuverability, 


Timken-Detroit Hypoid Gearing 


Hypoid gearing for truck axles was 
pioneered by Timken-Detroit. And 
only Timken-Detroit has Hypoid 
gearing in a complete “family” of 7 
basic axle capacities—in the entire 
range of medium and heavy-duty 
requirements. This advanced - related 


design incorporates the same features 
of construction and interchangeabil- 
ity in a choice of 3 types of Hypoid 
final drives using the same axle shafts 
and housing—single-speed; single- 
speed double-reduction; and two- 
speed double-reduction units. 


Timken-Detroit Tubular Trailer Axles 


Famous for their light weight. Pro- 
duced in the largest, most modern 
axle plant in the world. Lightweight 
Fabricated Brake Shoes with Econo- 
liners for greater wear, longer service. 


Alloy steel spindles electrically 
welded to tubular housing—with weld- 
ing guaranteed for the life of the axle. 
Lightweight Nylon Bushings in Brake 
Camshaft Assemblies. 


New TDA brake shoes save up to 40 Ibs. per axle 


© Lightweight, pressed steel construction to give you 
p more payload plus long wear and safety. 
Exclusive %” TDA “Econoliner” brake 
liners held rigidly by 12 deep-set 
rivets per block—not bolts. Liners 
are thickest at center where great- 
est wear occurs—taper down at 
ends. Result—longer wear, 
greater stopping ability. New 
cam roller mountings never seize 
or brinnel. Light nylon camshaft 
bearings wear up to 4 times as long! 
It's America’s new brake shoe! 


Plants at: Detroit, Michigan « Oshkosh, Wisconsin « Utica, New York « Ashtabula, Kenton and Newark, Ohio « New Castle, Pennsylvania 
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STANDARD OIL 





report 
that concerns everyone! 


THE BUSINESS OF FINDING, refin- 
ing and bringing to market the 
world’s oil is a big and continuing 
job—one in which Standard Oil 
Company (New Jersey), among 
many others, plays a significant part. 

How this job is done affects Amer- 
ica in many ways—and is therefore 
important to every American. Our 
Annual Report for 1953, recently 
mailed to the 284,000 shareholders 
who own this company, tells about 
our part in this job, and some of its 
high lights may interest you. 

* * * 


Today, when many thoughtful 
people are wondering about the eco- 
nomic future, we’re glad to say that 
things look good to us. As far as we 
can see from the evidence available, 
the economy of the free world is 
stronger now than at any time since 
World War II. 

But more important than hopeful 
words are positive actions. 


Since 1946 Standard Oil Com- 
pany (New Jersey) and its affiliated 
companies have spent nearly 4 bil- 
lion dollars on new facilities to help 
supply the oil needs of free people... 
a 4-billion-dollar vote of confidence 


in the future. This year we intend to 
invest even more than the 500 mil- 
lion dollars we spent last year. 

The result? Continuously increas- 
ing reserves of oil in the ground. 
Modern equipment. More efficient 
operations. New and better products. 

Our customers used more oil in 
1953 than ever before, which meant 
that people lived better, that indus- 
try was more active, that the. free 
world’s economy prospered. 

We took in more money, and paid 
out more wages and salaries to em- 
ployees, more taxes to governments, 
more dividends to shareholders than 
in any previous year. 

Esso research made great strides 
...outstanding gasolines and lubri- 
cants were among the results of 
dynamic progress in this field. 

* » ~*~ 
These activities—these investments 
made to get people the oil they need 
—are vital factors in our nation’s 
economy, for they directly affect 
thousands of businesses and individ- 
uals. And everybody benefits. 

This is a continuing process. It 
has been our job for 72 vears. It will 
continue to be our job. 


IF YOU'D BE INTERESTED in receiving a copy of our 1953 Annual Report, 
write Standard Oil Company (New Jersey), Room 1626, 


30 Rockefeller Plaza, New York 20, N. Y. 


COMPANY (NEW JERSEY) 


and affiliated companies 
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Battle Over TCP Additive Moves into Court 


The legal ball is rolling to decide whether Shell Oil Co. has an 


exclusive claim on the term TCP. 


Shell served a summons and complaint last week on Leon C, 
Baker, president of American TCP Corp., charging Baker’s company 


with trademark violation and un- 
fair competition. 

American TCP, which has been 
selling tri-cresyl phosphate in 
eans under the name TCP, plan- 
ned answer to this week with a 
suit charging Shell with viola- 
tion of the federal antitrust laws 
and asking treble damages of $3 
million. 

William F. Kenney, vice president 
and general counsel for Shell, would 
not release a copy of the complaint 
against American TCP and declined 
comment. The Shell suit is due to be 
filed in New York State Supreme 
Court. 

Under New York law, no papers 
need be filed until the suit is ready 
for action by the court. 

Baker, however, says Shell’s suit 
makes the following charges against 
his firm: 

—“Unfair competition,” through the 
use of Shell’s “characteristic colors” 
of red and yellow and letters that slant 
to the right. 

—American TCP copied Shell’s ad- 
vertising. 

—American TCP represented itself 
as associated with Shell. 

Here are Baker’s answers: 

—*‘Shell and Continental Oil Co. 
(which also uses TCP) use almost every 
color of the spectrum. If we avoid all 
those, there is nothing left for us to 
use. Also, our shades of red and yellow 
are different from Shell’s. But if Shell 
would care to designate a decent color 
combination for us, we will be glad 
to use it.” Baker adds that when Amer- 
ican TCP designed its can six months 
ago, using letters slanting to the right, 
Shell was using vertical letters in its 
TCP ads. 

—*‘Because of the similarity of our 
products, we can’t avoid similarity of 
advertising. But we have never copied 
Shell. Actually, we concentrated on 
pre-ignition before Shell did. 

—‘We never have represented our- 
selves as associated with Shell.” 


Generic or Not?—Shell also charged 
American TCP with trademark viola- 
tion. Baker contends, however, that 
TCP is a generic name for tri-cresyl 
phosphate and, as such, is not a valid 
trademark. 

He quotes as support the “shredded 
wheat case” in which it was held that 
National Biscuit Co. had no valid right 
to a patent because the name was a 
description of the product. 

Baker points out that Shell’s com- 
plaint does not seek a temporary in- 
junction and calls the omission “very 
significant.” He says: 

“If Shell thought it had a good case, 
it would seem an obvious move (to 
seek an injunction). The situation re- 
mains that American TCP Corp. is in 
no way restricted from carrying on 
business until the case is tried, which 
may not be for years, judging from the 
present calendar congestion. 

“Shell’s strategy still seems to be to 
avoid as long as possible a decision as 


to the validity of its alleged trade- 
mark.” 

Baker’s Arguments—lIn its antitrust 
complaint against Shell, to be filed in 
U.S. Southern District Court in New 
York City, American TCP charges 
that: 

—Shell is trying to monopolize the 
use of tri-cresyl phosphate in gasoline. 
‘They tried originally by getting a 
trademark on the term TCP,” Baker 
says. “But it is unregisterable. 

—Shell has violated the antitrust 
laws by dividing the national market 
with Continental Oil Co., allowing 
Conoco to use TCP where Shell does 
not compete. 

—*At one point, Shell put pressure 
on tri-cresyl phosphate suppliers not 
to sell it to other refiners. 

—*‘Shell tried to discourage Amer- 
ican TCP Corp.’s customers and spread 
rumors that our product was about to 
be withdrawn from the market.” 

Sales of canned TCP have been hurt 
by Shell’s threats of legal action, Baker 
says, but still continue at a high level. 
He estimates the company’s present 
volume, based on wholesale price, at 
about $10,000 a week. 





Leon C. Baker, self-assured 
young product of Harvard Law 
School and Wall Street legal circles, 
is American TCP Corp. At the age 
of 30, he is a combination corpora- 
tion executive-attorney-public rela- 
tions counsel-advertising man. To 
prepare his detailed answer to Shell 
Oil Co. in the TCP controversy, he 
spent three weeks in a library me- 
ticulously building a case from the 
history of patent law. 

Baker joined the Wall St. firm 
of Thayer and Gilbert in 1949, re- 
maining there until 1951. He was 
assistant general counsel for Cel- 
anese Corp. of America from 1951 
to Dec. 1, 1953, when he left to 
set up American TCP Corp. He 
was a Marine Corps officer in 
World War II. Baker lives on Long 
Island, N. Y., with his wife and 
two-year-old son. 
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OWIU to Vote on Pay Boost, Union Merger 


The oil industry’s biggest union is acting in convention this week 
(June 1-4) in Cleveland on two propositions that may touch off a 
chain of demands for higher wages in every segment of the industry. 

Up for decision by the CIO’s Oil Workers International Union 


are: (1) A proposal to unite with 
30 smaller unions and form one 
union with a quarter million 
members, and (2) a request by 
President O. A. (Jack) Knight 
to launch a nation-wide drive 
for “substantial general wage 
increases.” 

Immediate reactions will come 
from the union’s action, sched- 
uled for Friday, June 4, on 
Knight’s wage proposal. The 
OWIU’s decision on the merger 
will be slower in affecting the in- 
dustry but it carries more long- 
range significance. 

Knight and the rest of the union 
leadership are backing both proposi- 
tions heavily. A special convention of 
some 350 delegates began meetings 
Tuesday to consider ratification of the 
proposed constitution for the new Oil 
and Chemical Workers International 
Union—the name for the proposed 
coalition of present oil unions. 

The OWIU’s policy committee of 
27 members meets with Knight begin- 
ning Friday to consider his proposal 
for the nation-wide wage drive. 

Approval Seen — Full-fledged en- 
dorsement of both propositions is 
expected. A spokesman at OWIU head- 
quarters in Denver said before the 
convention began that he would be 
“shocked” if either proposal was 
turned down. 

In calling the policy committee 
meeting, Knight said “our argument 
for wage increases should be based 
on the simple fact that fewer oil 
workers are turning out more profits 
for the companies.” 

Knight has not revealed how much 
of an increase he will recommend. 
There may be a clue in a study re- 
leased by the union’s Research and 
Education Department three weeks 
oefore the Cleveland meetings. This 
study of 24 “leading oil companies” 
purported to show that profits after 
taxes were up 9.1% in 1953 over 
1952. The average worker covered by 
OWIU contract makes $2.30 an hour. 

OWIU’s last general wage increase 
was 4% early in the summer of 1953. 
In 1952, the oil workers won a 15¢-an- 
hour general increase after a long wage 
campaign including strikes. 

A union spokesman says OWIU 
leaders feel a general wage increase 


16 


is imperative now as “a stimulus to 
the purchasing power of the workers. 
The economy needs strengthening by 
broadening the income of the great 
mass of consumers. They are the ones 
who can and would—if they had the 
money—buy these big stocks of gaso- 
line that are accumulating.” 

Knight is armed with figures to show 
that oil company profits were up in 
1953 over the previous year despite 
a 0.1% drop in the number of em- 
ployes. 

Sinclair Is First—Sinclair, only ma- 
jor that has a nation-wide contract 
with OWIU, will be among the first 
to feel the effects of a drive for wage 
increases. Sinclair’s contract with 
OWIU covers about 10,000 workers 
but it affects the wages of countless 
non-union Sinclair workers as well. 

Sinclair’s contract with OWIU ex- 
pires at the end of July. It is the 
largest single agreement among the 
union’s 700 odd contracts. 

Union headquarters says a “sub- 
stantial percentage” of the contracts 
contain wage reopening clauses that 
permit negotiation for wage changes 
after from 30 to 90 days notice. 

This means that the full effect of 
a nation-wide wage drive by the union 
would be felt by late summer. 

The Merger — The proposed con- 
stitution for the merger was drawn at 
a Philadelphia convention Feb. 15-18 
attended by delegates from 31 unions 
claiming to represent 212,440 workers 
in the oil industry. 

Knight is chairman of the Tempo- 
rary Ratifying Committee for the new 
union. In that capacity he has pre- 
dicted that “this merger will be suc- 
cessful. We believe that its success will 
mean better wages and working con- 
ditions for all the people who work 
for wages in oil and related industries 
for the simple reason that the merged 
union will have greater bargaining 
power.” 

Knight argues that “it is ridiculous 
for labor unions to operate as localized, 
independent organizations. Wage earn- 
ers everywhere in the industry must 
work together and must lean on one 
another. If the huge oil companies 
are not strong enough to stand alone 
without mutual support within the 
industry, certainly wage earners need 
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an equal degree of co-ordination.” 
The timetable adopted at Philadel- 
phia for the merger of the oil unions 
appears to be lagging. The original 
announced aim was to secure a “sub- 
stantial number” of ratifications of the 
constitution by the unions by June 15. 
The ratifying committee had fixed 
Aug. 23 as the target date for the 
merger convention that would formally 
establish the proposed union. 


Station Employes 


Get Wage Increase 


A wage increase for the 6,000 
employees of Standard Stations, 
Inc., was granted in San Fran- 
cisco last week, after a week of 
negotiations between Standard 
Oil of California and the Western 
States Service Station Employes 
Union. 

Agreement was finally reached 
through the efforts of Commissioner 
Andrew Gallagher, of the Federal 
Mediation and Concillation Service, 
after both sides admitted failure to 
come to terms. 

While the agreement does not 
change the basic salary scale, it grants 
these increases, effective June 1: 

1. Increases the commission on 
Chevron Supreme gasoline from 0.5¢ 
to 0.75¢ per gal. 

2. Increases the commission on 
RPM 10-30 motor oil from 20¢ to 
25¢ per gal. 

3. Pays a 10% commission on the 
full list price of tires and batteries. 
Trade-in allowances were formerly de- 
ducted in figuring commission. 

4. Pays $1.50 per day additional 
to assistant station managers when 
fulfilling stations managers’ duties for 
a period of five days or more. 

5. Gives an additional hourly rate 
of $1 an hour for all time worked on 
Thanksgiving and Christmas in addi- 
tion to time and a half rates. 

The increases are expected to 
amount to about 5¢ an hour, or $8 per 
man a month, although the actual 
amounts will vary according to the 
volume of business of each station. 

Before the intervention of the media- 
tion service, the union had held out 
for a 7¢-an-hour increase, while the 
highest company offer averaged 3.5¢. 

The contract runs until Jan. 31, 
1955. 
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This week, Richfield Oil . 
is coming out with a “double 
your money back” guaranty, 
offering the deal to any motorist 
who fails to agree that new Rich- 
field premium-grade motor fuel 
is the best gasoline he has ever 

The guaranty became effective June 
1 to promote the new fuel, which the 
company says is made possible by 
completion of a $40 million expansion 
project at its Watson (Los Angeles) 
refinery. 

Here is how the guaranty works: 

—The motorist must buy at least 
two successive gasoline deliveries of 
not less than one-half tankful each. 

—The motorist must ask the dealer 
for a guaranty form and fill it out at 
the time of each purchase. 

—lIf dissatisfied, the motorist must 
send the forms to Richfield within 15 
days. 

—Richfield sends the motorist a 
claim form that he must return with 
details of purchase amounts and 
prices. Also necessary is a witnessed 
certificate “that in my opinion said 
gasoline did not render the finest per- 
formance of any gasoline ever used 
by me in said automobile.” 

—Richfield then sends the motorist 


Richfield Offers Gasoline Guaranty 


a check for twice the purchase price 
of a tankful, with the amount varying 
according to tank capacity and the 
price paid at the pump. 

—The company encloses a booklet 
entitled We're Sorry We Haven't 
Pleased You, explaining how correc- 
tion of various mechanical faults of 
driving habits can improve perform- 
ance of “any brand of gasoline in 
your car.” 

The company has not disclosed the 
components of the fuel, which it de- 
scribes as the “most advanced auto- 
motive gasoline in America.” But its 
“plus features” include eight additives 
that — though unidentified — are 
said to: scavenge lead deposits, fight 
gum formation, resist rust, prevent 
stalling, protect against wear, control 
preignition and reduce carburetor gum 
deposits. 

Richfield has been plugging its new 
premium gasoline with large-space ad- 
vertising in daily newspapers through- 
out the Pacific Coast market. 

Richfield also will announce a new 
multigrade motor oil — Richlube 10- 
30 Special — designed for driving in 
a wide range of operating tempera- 
tures. But under average conditions, 
the company still recommends its 
Richlube HD single grade oil. 


lran Pact May Run for 30 Years 


When an oil agreement is 
reached between Iran and west- 
ern companies, it probably will 
be for a period of about 30 years. 
This is long enough for the com- 
panies to recoup on investments 
that are likely to exceed $600 
million. 

This is part of the picture that 
emerges after five weeks of negotiat- 
ing in Tehran, put together despite 
the secrecy of the talks, by comparing 
leaks on the Iranian side with infor- 
mation with Western sources. 

Other indications to come out of 
the meetings are: 

—Iran’s volume of oil output, in a 
market heavy with crude oil, is likely 
at first to be considerably less than 
it was prior to nationalization in 1951. 
The Abadan refinery will not resume 
full-scale production. The oil indus- 
try’s postwar pattern is for many 
more, but smaller, refineries closer 
behind industry and strategic bases. 

Reports in Tehran say the group of 
British and U.S. companies first pro- 
posed an output of about 100,000 b/d 
the first year, but later agreed to raise 


it to about 200,000 b/d, with further 
increases as the world demand rose. 
Prior to nationalization, Anglo-Iranian 
Oil Co., produced about 740,000 b/d 
of crude in Iran, of which Abadan 
refined up to 535,000 b/d. Under the 
proposed new agreement, most oil 
bought by the group of companies 
would be crude. 

—tThe group is willing to pay Iran 
her share of oil profits in sterling, 
although she is demanding some de- 
gree of dollar convertibility. 

—Management of the Iranian oil 
industry has proved the toughest hur- 
dle in the talks and still is not settled. 
But agreement is said, officially, to be 
within sight. Western oil companies, 
with some $600 million at stake plus 
commitments of tanker fleets, techni- 
cal skills and markets, are dead set 
against bequeathing management to 
outside and possibly less experienced 
hands. 

Since negotiations are incomplete, 
however, any picture of the talks at 
present is liable to change in many 
respects during the hard bargaining 
yet to come. 
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Indiana Standard Forms 


Subsidiary for LP-Gas 

Standard Oil Co. (Indiana) has 
formed a new subsidiary to sell lique- 
fied petroleum gas on a nationwide 
basis. 

Called Tuloma Gas Products Co., 
the new firm will take over LP-gas 
sales for Standard and for Stanolind 
Oil and Gas Co., Indiana Standard’s 
principal oil-producing subsidiary. 
Tuloma will be headquartered in Tulsa, 
Okla. 

Stanolind previously marketed LP- 
gas from its own plants and from 
Indiana Standard’s refineries — 30 
plants in 10 states — and distributed 
products throughout the states east of 
the Rocky Mountains. Several other 
plants, now being built, will be in 
operation within the next year. 

All Stanolind’s present accounts will 
be assigned to Tuloma, which will 
contract for all the lighter hydro- 
carbons produced in Stanolind plants 
and Standard’s refineries. 

Officials said no interruption of 
supply to present customers will result 
from the changeover. 

Stanolind started marketing LP-gas 
in the summer of 1950. Last year, it 
produced and marketed more than 
4.75 million bbl. 

The company has developed under- 
ground storage at several of its plants. 


INDUSTRY BRIEFS 


Refinery Capacity Upped 75°/,—Gulf 
Oil Co.’s refinery at Philadelphia is 
now the largest on the East Coast, 
following completion of an expansion 
program which brought its capacity 
up 75%, to 183,000 b/d. Expansion 
included construction of the world’s 
largest fluid catalytic cracker and the 
world’s largest atmospheric and va- 
cuum still. 


Sun Trial Postponed—Sun Oil Co.'s 
“exclusive dealing” trial has been post- 
poned until next fall because of a 
crowded Philadelphia court calendar. 
A definite date will be set later by 
Federal District Judge J. C. Ganey for 
the fall term, which begins the third 
Monday in September. 


Oil-Rubber ‘Tie-Up'—George J. Bur- 
ger of the National Federation of In- 
dependent Business has charged a “ma- 
jor tie-up” between “four big rubber 
companies” and “leading oil com- 
panies.” He told the Senate Judiciary 
subcommittee this is one compelling 
reason for enacting S. 175 to channel 
replacement tire sales through inde- 
pendent retailers. 








17 


Texaco Asks Limit on Charges 


The Texas Co. has filed a surprise 
petition in hopes of narrowing con- 
sideration of the Justice Department’s 
civil antitrust suit against seven West 
Coast majors and the Conservation 
Committee of California Oil Pro- 
ducers to the 1945-50 period. 

The government complaint alleges 
the conspiracy covers 15 years from 
1936 to 1950. But the effect of the 


Texaco action, if successful, may be to 
establish the fact that the period of 
the alleged violations was confined to 
the five postwar years. 

In Washington, Justice Department 
Antitrust Chief Stanley N. Barnes had 
no comment, pending a closer study of 
the case. George B. Haddock, DJ at- 
torney in charge of prosecution, also 
declined comment until he could study 
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the petition and documents. 

Texaco attorneys said they hope by 
this action to shorten the time re- 
quired for trial of the case, whose 
preliminaries have taken four years. 

They filed requests for admissions 
and exhibits totaling more than 2,200 
pages with Judge James M. Carter in 
U.S. District Court at Los Angeles. 
The documentation has a dual purpose: 

—To get DJ to admit authenticity 
of numerous documents relating to 
Petroleum Administration for War’s 
control over the petroleum industry 
during World War II. 

—To obtain a DJ admission that the 
industry was under complete govern- 
ment control from May 28, 1941, 
through late 1945. 

Texaco stated the requests will prove 
that the alleged conspiracy “could not 
possibly have existed during the war 
period when every action of any con- 
sequence in all phases of the oil indus- 
try was ordered, directed or suggested 
by the United States government it- 
self.” Admission or denial of the truth 
of the Texaco statements is asked from 
the government in 15 days. 

So far, there is no indication of 
similar action from the other defend- 
ants—Standard Oil Co. of California, 
Shell, General Petroleum, Richfield, 
Union Oil and Tide Water Associated. 


Texas Court Rejects 
Antitrust Rehearing 


Motions by 10 Texas gasoline mar- 
keters for rehearing of a decision that 
antitrust charges against them should 
be tried has been rejected by the 
Third Court of Civil Appeals in Aus- 
tin. 

A district judge previously had held 
that the state’s charges were too vague 
to support its lawsuit and he ordered 
the case dismissed. But a three-judge 
appellate court overruled this opinion 
and ordered the case be tried. 

The defendants now are expected 
to appeal to the Texas Supreme Court. 
They have 30 days to perfect their 
application for a writ of error. This 
may postpone until next fall Supreme 
Court action in the case, since the 
court normally is inactive during the 
late summer. 

The state is seeking penalties 
against the companies, which it claims 
conspired to boost tank wagon gaso- 
line prices uniformly after federal 
controls expired in 1946. 

Defendants are Arkansas Fuel Oil 
Co., Humble Oil & Refining, Magnolia 
Petroleum, Standard Oil of Texas, 
Phillips Petroleum, Cities Service, 
The Texas Co., Sinclair Refining, 
Continental Oil Co. and Gulf Oil. 
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Fertilizer Trade—An End to 


A St. Louis oil heat jobber has 
established a new service for 
his customers: He supplies them 
with liquid fertilizer as well as 
heating oil. And he uses the same 
fleet of tank trucks. 


The Fuel Oil Co. of St. Louis is 
pioneering an idea that may revolu- 
tionize the business operations of fuel 
oil distributors for these reasons: 
e It appears to be a solution to the 
fuel Ot cy ‘ traditionally vexing problem of what 
sr Loves to do with fuel oil delivery trucks and 
personnel during the slack spring and 
summer months. 
e It is a new source of income. 
The business consists of spraying 
a liquid fertilizer on residential lawns 
" . . " ° ° P and plants. The product is made by 
LAWNS get “automatic delivery" spraying with Fertil-Ade dtied <thamsiacl adistene. eaten 
trate of nitrogen, phosphoric acid and 
potash with water. 

This new business lends itself to 
oil jobber marketing for these reasons: 

e Conversion of fuel oil trucks to 
fertilizer distribution is _ relatively 
simple and inexpensive. No large cap- 
ital investment is required. 

e Drivers are easily and quickly 
trained in how properly to apply the 
fertilizer. In virtually all cases to date, 
the St. Louis drivers have been en- 
thusiastic about engaging in something 
that will keep them busy during the 
off season. 

e It ties in naturally with oil dis- 
tribution. The same equipment and 
personnel are used. Little additional 
storage space is required. 

When William F. (Bill) Schierholz, 
: td Jr. (vice president of the Fuel Oil Co. 
TREES grow strong by absorbing fertilizer through leaves of kak 44% Clenten Ave. S. 

Louis, Mo.) disclosed early in April 


A “a . 4 that he was starting this venture, he 
; ee stirred the imagination and interest of 
| a ie oil jobbers immediately. 
Pp The idea is taking hold in the Mid- 
A west, and it is estimated that more 
: than 100 jobbers in all sections of the 
ia Eoxg 


" f ve pecs og 
Lm 3 Prats 





country are giving it a try. At least 
two other suppliers of fertilizer re- 
portedly are marketing a product 
which may be mixed with water and 
applied in a similar manner. 

An Expanding Opportunity—<As 
revolutionary as this appears to be for 
oil jobbers, it is still but one facet— 
and an important one—in the rapidly 
growing fertilizer business among oil 
companies. This booming business in- 
cludes: 


1. The application of anhydrous 
SHRUBS and gardens are sprayed for slight extra cost ammonia, under pressure, on farm 
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Summer Slack for Oil Jobbers? 


lands by some oil marketers who op- 
erate in rural areas. 
2. The sale of such dry fertilizers, 
in bags, as ammonium nitrate and 
ammonium sulfate, at bulk plants and 
service stations. 
3. A big expansion by some major 
oil companies in the production of 
basic fertilizer materials, particularly 
anhydrous ammonia, at petrochem- 
ical plants. Most of these materials 
are sold to well-established, old-line 
fertilizer firms, which mix them into 
various formulas for distribution to 
the consumer market. (Editor’s note— 
An article on oil industry fertilizer 
business is being prepared for early 
publication). 
Where It Started—The idea for 
using fuel oil trucks in this manner ie 
was conceived by Archer Smith, pres- Aan arene ee” 
ident of the Smith Equipment and Fuel Or Company of 
Supply Co., 1615-21 N. Central Ave., ae ee 
Chicago 39, which supplies a liquid Ns one ete 
concentrate under the brand name of -saa 
“Fertil-Ade.” For the past several Saint Lows 
years, the Smith company has applied P 
its product to more than 100 golf 
courses in the Chicago area. 
One day last summer Arch Smith 
ordered a summer fill for his fuel oil 
tank. When the truck arrived, the 
driver commented casually that this 
was the first fill he’d had all week. 
Smith started mulling that over in his 
mind: 
“If mine is the only fill that driver 
and truck have made this week, the 
company’s overhead during this time 
of year must be terrific. How can his 
company afford to keep that man on 
the job? The trouble is that most 
people don’t order oil except in the 
burning season. What my oil supplier 
needs is something to keep those 
trucks busy in the summer. We use 
tanks for spraying golf courses. Why 
couldn’t oil trucks be used in the same 
manner for spraying lawns?” 
Schierholz Tries It—Out of these 
thoughts developed the program which 
young Bill Schierholz and-his father 
adopted early this spring. 
They started out by converting one 
truck, as recommended by Smith, at 
a total cost of approximately $393. 
Within a short time, as new customers 
were signed up, a second truck was 
converted. 
First step in the conversion process 
was to flush out each compartment 
with water and synthetic detergent, 
and then steam clean the tank, both ARCHER SMITH—His idea opens door wide to summer profit 


St Louis 


oe 
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TRENDS 





CLIPBOARD calculations of lawn size 
are shown to Bill Schierholz (left) by 
company salesman 


inside and out. The cost of this 
amounted to $20. 

Next, the standard 1%-inch fuel 
oil hose was replaced with a %4-inch 
heavy-duty, high-pressure water hose, 
350 ft. long, at a cost of $110. The 
spray nozzle was an additional $13. 
Schierholz said that for many jobbers 
250 ft. of hose would be sufficient 
But heavy duty hose is needed because 
ordinary garden hose, he found, wil 
not stand up under the constant wind- 
ing and unwinding of an electric reel 

Removing the fuel oil meter and re 
placing it with tubing cost $20. 

A new water pump of 100 pound: 
pressure, with fittings, cost $130. 

Paint for Attention—Approxi- 
mately $100 was expended for paint- 
ing and lettering. The tank was 
painted white, the cab, chassis and 
side box skirting green. The company’s 
fuel oil trade name, “Quickheet,” was 
painted in red across the side of the 
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tank. “Fertil-Ade” in white was let- 
tered across the side boxes. On the 
back of the tank appeared the slogan, 
“For Greener, Healthier, Stronger 
Lawns, FERTIL-ADE,” together with 
the company’s telephone number. 

“There is no question,”. Schierholz 
observed, “that this truck, painted as 
it is, has attracted particular attention. 
I can’t say, however, whether it has 
as yet sold any Fertil-Ade for us.” 

In converting the second truck, the 
company eliminated the painting job 
by merely installing metal Fertil-Ade 
signs on each side box. 

During the first several weeks, the 
liquid concentrate, weighing 10 Ib. 
per gal., was purchased in 5-gal. cans 
and 55-gal. drums, which were 
shipped from Chicago by freight car. 

Transport Delivery—But, on May 
20, the Fuel Oil Co. of St. Louis en- 
tered a new phase of the fertilizer 
business when one of its 4,000-gal. oil 
transports made the trip to Chicago 
and picked up a bulk load of 2,400 
gal. of the concentrate. 

This transport delivery resulted in 
a net savings of almost $600, Schier- 
holz estimated. Savings on rail freight 
at 18¢ per gal. amounted to $432. A 
charge of 10¢ apiece for the metal 
drums was eliminated at an additional 
saving of $240. Expenses for the 
round trip to Chicago amounted to 
about $100 for driver and transport. 

Smith’s price to the jobber is $2 
per gal., f.o.b. Chicago, if he supplies 
the mailing pieces and handbills, $1.75 
per gal. if the jobber assumes that 
responsibility, which Schierholz is do- 
ing. Smith’s price includes the 10¢ 
drum charge. 

His Selling Prices—Following are 
his resale prices: 


Number of 
Sq. Ft. Lawns Gardens 
1,000 ae $4.00 
2,000 $5.00 6.00 
3,000 7.00 8.00 
4,000 8.50 10.00 


Additional Sq. Ft. 
Lawns—$1.50 per thousand 
Gardens—$2 per thousand 
1 acre or more—$65 per acre 
Discount—4 applications 5% 

6 applications 10% 

Evergreen trees—10¢ per ft. based on 
height of bush. 

Deciduous trees—10¢ per inch based 
on trunk diameter. 

Hedges—0.05¢ per running foot. 

On the basis of 50,000 square feet, 
Schierholz estimates, each truck 
should have a gross return of around 
$100 per day. (It actually would 
amount to $106.10 on the base rate 
of $8.50 for each 4,000 square feet 
of lawn.) When he attains 60,000 
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square feet per day, the gross return 
will amount to around $125. 

On the basis of a gross return of 
$100 per day, Schierholz figures his 
operation expenses at $66, for a net 
profit of $34 per truck. He lists the 
expenses as $6 per hour for truck and 
driver, for a daily total of $48, and 
the cost of concentrate, about $18. 

These figures do not, of course, in- 
clude the freight savings effected by 
transport hauls. 

When the transport returned to the 
Schierholz terminal on May 21, the 
2,400 gal. of concentrate was trans- 
ferred to two idle tank trucks for stor- 
age. Originally, the concentrate was 
measured into l-gal. cans and 5-gal. 
buckets and poured manually into the 
tank truck. 

Unloading Tests—With the arrival 
of a transport load, however, Schier- 
holz started experimenting with meters 





Best Since Oil Heat? 


Marketing of liquid fertilizer 
by fuel oil jobbers has been de- 
scribed by some as the biggest 
development for heating oil 
men since the conversion from 
coal to heating oil. Asked for 
his opinion, Bill Schierholz 
commented: 

“It very well may be. But the 
evidence is inconclusive so far. 
The possibilities are there, and 
it should be a big thing for us 
in 12 months. Within two or 
three years, this could be an 
awfully big thing for fuel oil 
distributors.” 











that would handle the heavy concen- 
trate. He expected soon to be able to 
meter the concentrate directly from 
the storage tank into the truck. 

This is the way the solution is 
mixed: First, one-third of the required 


‘water is poured into the compartment. 


Then the proper amount of concen- 
trate is measured in. Last, the re- 
mainder of the compartment is filled 
with water. These steps, aided by the 
swirling action of the water, results in 
a completely homogeneous mixture. 

Smith suggests that jobbers might 
arrange with their local municipalities 
to take water directly from nearby 
fire hydrants. In St. Louis, however, 
this is not permissible under fire pro- 
tection regulations. 

How It’s Mixed—The mixing form- 
ula is 10 gal. of concentrate to each 
1,000 gal. of water, an amount usually 
sufficient to fertilize 10 average lawns 
of 4,000 sq. ft. each. The basic prod- 
uct has a 10-8-6 analysis composed of 


June 2, 1954 








10% nitrogen, 8% available phos- 
phoric acid and 6% potash. 

The company sprayed its first lawn 
on March 18 and since then has signed 
up more than 300 customers. The con- 
sumers sign a contract, usually agree- 
ing to either four or six applications 
per season. 

The two trucks that have been con- 
verted are able to serve these 300 con- 
sumers adequately. But Schierholz has 
not been able to establish any specific 
ratio as to how many customers one 
truck could supply during a fertilizing 
season. The varying sizes of lawns, 
plus varying driving distances between 
applications, make it difficult to draw 
up any such rule of thumb. He knows, 
however, that one truck is far from 
sufficient to handle 300 customers. 

As it does for fuel oil deliveries, the 
company attempts to set up daily route 
systems for each truck so the applica- 
tions will be concentrated within a 
compact area. Since a fully-loaded 
2,000-gal. tank truck will carry 
enough liquid fertilizer to spray 80,- 
000 sq. ft., it never is necessary for a 
truck to return to the terminal during 
the day. Schierholz feels that a truck 
smaller than 2,000 gal. would be un- 
economical to operate because return 
trips would be necessary. 

With the present equipment, the 
drivers are spraying at the rate of five 
to six gal. per minute, which requires 
17 to 20 minutes for covering a 4,000- 
square foot area. Schierholz would 
like to speed up the spraying time to 
seven gal. per minute and is experi- 
menting with two and three nozzle 
sprays to replace the present one-noz- 
zle equipment. 

Training Men—To introduce the 
new program, Schierholz selected two 
of his more youthful and conscientious 
drivers. They responded to the pro- 
posal enthusiastically, foreseeing that 
the new venture held promise of keep- 
ing all, or most, of the drivers em- 
ployed and busy all year around. After 
a few weeks experience, they were 
even more enthusiastic, describing it 
as “a pleasant type of work and very 
interesting.” 

A company salesman accompanies 
the driver on his first call to the ferti- 
lizer customer to explain the details 
and sign the seasonal contract. While 
the driver is spraying the lawn, the 
salesman contacts the neighbors and 
calls their attention to the new service 
the company is providing. 

Timing the Job—The drivers’ prin- 
cipal problem was learning to time 
themselves to spread the proper 
amount of fertilizer over a given area. 
At first they measured off rectangles 
and timed themselves with their wrist 


Big Jobbership Growing Bigger 


The Fuel Oil Co. of St. Louis, which 
pioneered the use of fuel oil trucks 
and drivers for fertilizing lawns, is 
recognized generally as the largest fuel 
oil distributor in the St. Louis area. 

It markets some 20 million gal. of 
fuel oil annually and operates 50 tank 
trucks and nine transports. It also 
distributes about 4 million gal. of gaso- 
line per year. 

The company was founded in Au- 
gust, 1924, by William F. Schierholz, 
Sr., strapping, white-haired president 
with a gift for oratory, who has been 
active for many years in industry af- 
fairs. He still “calls the shots” when 
decisions are made. 

Son Enters Business—His son, Bill 
Schierholz, 32, who put the fertilizer 
program into effect, grew up in the 
oil business and went broke in a serv- 
ice station venture. 

He started working as a part time 
attendant at one of his father’s sta- 
tions in 1936 when he was 15. Four 
years later, in 1940, he thought he 
knew enough about service station 
management to become a dealer him- 
self. So he leased a site from his 
father. 

“I lost everything I had—my sav- 
ings account and my car,” young Bill 
recalls sadly. “Mark it down to inex- 
perience. I just didn’t know enough 


about the business. And my competi- 
tion was pretty stiff, too. But even if 
I did go broke, I learned a lot and it 
was some of the best experience I 
could have had.” 


A year later he took over manage- 
ment of another station and this time 
“made it a go.” It was “a moderate 
success—I made some money.” While 
he was operating the station, he also 
held down a full-time job in the Shell 
research laboratory at nearby Wood 
River, Ill., making routine test of tur- 
bine oils. 


After nearly three years as an Air 
Force officer during World War Il, 
Schierholz joined his father’s company 
in 1946. He obtained a bachelor’s de- 
gree in engineering administration by 
attending night classes at Washington 
University. 

In October, 1949, he became acting 
vice president and general manager. 
Later he assumed the post on a per- 
manent basis. 


Young Bill is an avid sports fol- 
lower but has been too busy for much 
active participation. In fact, he hasn’t 
played a round of golf since the war. 
He and Mrs. Schierholz, who are 
building a new house, have a three- 
year-old daughter and are expecting 
another child soon. 





watches. Schierholz found in the be- 
ginning that the drivers were some- 
what too meticulous and took a little 
too long to do prescribed jobs. But 
within a short time, as they became 
familiar with the spraying technique, 
they automatically developed the right 
pace at which to proceed. 

Schierholz tried it himself and de- 
termined that after a bit of practice 
he easily was able to judge his pace 
properly. 

One problem at first was an inclina- 
tion on the part of salesmen to under- 
estimate the size of lawns in drawing 
up contracts, They paced off the area 
to be covered and then calculated in 
their heads. 

They still make their measurements 
by stepping off the property. But now 
they carry along a clip board on which 
they draw a rough plot of the property, 
sketching in the house, garage, drives 
and walks, as well as the area to be 
sprayed. Then they make the calcula- 
tions in writing. 

Before Leaping—Before 
entering the fertilizer business, the 
company made some tests of its own 
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to assure itself that it would be dis- 
tributing a satisfactory product. One 
of these experiments was conducted on 
a newly seeded lawn. Part of the lawn 
was sprayed the day after it was 
seeded. 

Within 10 days, this section was 
covered with new grass an inch high. 
Grass had not yet appeared on the 
unsprayed area. 

If the fertilizer is applied in warm 
weather—70 to 75 degrees—marked 
improvement in lushness of the lawn is 
noticeable within three to four days. 
The company feels that its most potent 
salesman will be the rapidly improved 
lawns that result from the spraying. If 
the application is made in cold 
weather, the food value is stored up 
and does not become noticeable until 
warmer temperatures arrive. 

Sales Points—Three selling points 
he has used, said young Schierholz, 
are these: 

—The fertilizer has no odor. 

—tThere is no danger of burning the 
lawn. 

—The product eliminates the need 
for lawn re-seeding each vear. And 
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notes Schierholz, “Grass seed comes 
close to $2 a pound.” 

His prices are competitive, said 
Schierholz. “Some companies feed too 
lightly and charge less,” he said. 
“We're about in the middle on price 
with companies that do a comparable 
fertilization job.” 

Asked about the reaction among 
home-owners who favor some other 
synthetic fertilizer or manure, Schier- 
holz said, “This kind of competition 
has not been a problem so far. People 
who have other favorite brands are 
the ones who are holding back.” 

The Schierholzes decided it was not 
necessary to set up a separate com- 
pany to operate the fertilizer business, 
since it ties in so closely with fuel oil 
distribution. Instead, they created a 
“Fertil-Ade Division” of the Fuel Oil 
Co. of St. Louis, which is department- 
alized insofar as profit and loss figures 
are concerned. 

Promotion Push—The new program 
was introduced to the company’s 
several thousand fuel oil customers 
with a pamphlet enclosed with the 
March 5 statements. It explained that 
fertilizing would result in a weed-free 
lawn, healthier turf and better flowers 
and vegetables. 

“Fertil-Ade is applied by our trucks 
and applicators in the exact propor- 
tion necessary for proper nourishment 


of your lawn, garden, trees and 
shrubs,” the prospective customers 
were told. 


“You merely specify the areas to be 
treated; our applicators will treat those 
areas with the correct formulation of 
Fertil-Ade and at the specified inter- 
vals. It is not necessary for you to be 
at home when applications are made. 

“Once the contract is established, 
the periodic fertilization of your lawn 
and garden is scheduled into our reg- 
ular routes. Fertil-Ade treatments are 
made regularly as required and are not 
subject to your free time. Your lawn 
is automatically fertilized.” 

This first mailing brought a 5% 
customer response, half of whom said 
they definitely wanted the service. 

A mimeographed letter signed by 
L. H. Geiger, vice president, went out 
with the April fuel oil bills. 

“Good News Travels Fast!” the let- 
ter declared. “What good news? The 
news about Fertil-Ade has just been 
announced, and already it’s being 
called the best thing for St. Louis 
home owners in ‘many a moon.’ 

“For now people who have been 
fighting to build their lawns and gar- 
dens in the midst of two scorching 
hot summers have a strong ally! With 
this new liquid fertilizer, which is 
sprayed on for you, your lawns, trees, 
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FERTIL-ADE 
DIVISION, STATE OIL CO., INC. 


5 Center St. 
Iwamhoe 3.6546 — Sey Shore 7.1900 





NEWSPAPER ADS and direct mail 
pieces offer homeowners in Hempstead, 
N. Y., the Fertil-Ade lawn treatment of 
State Oil Co. After experimenting this 
spring, State Oil converted a 2,200 gal. 
truck for the job. State Oil’s operation is 
similar to that of Fuel Oil Co. of St. 
Louis 


shrubs and gardens can be much .. . 
greener—stronger—thicker—and at 
an economical cost to you.” 

Returns from this second mailing 
ran about 3%, with half of these 
ordering the fertilizer service. 

The company also sent direct mail 
pieces to 11,000 postal route addresses 
in selected upper income residential 
areas, which it believes will form the 
best future potential. The return from 
this mailing was only 1%, consider- 
ably lower than Schierholz had an- 
ticipated. 

Upper-income householders don’t 
respond to that type of advertising, said 
Schierholz. The mailing served the 
purpose of testing that medium, the 
St. Louis jobber said. 

The mail campaigns were aug- 
mented with two newspaper display 
advertisements and radio spot an- 
nouncements. The company also is 
planning three one-minute television 
commercials per week featuring 
movies of a lawn being sprayed. 

The Outlook—In summing up his 
experience to date and future pros- 
pects, young Bill Schierholz says: 

“I can say generally that we have 
had an interested response from every- 
one whom we have contacted. How- 
ever, we have had many people want- 
ing to wait and see. We are just now 
beginning to get results, so the ‘wait 





and see’ people are just starting to 
come along with us. 

“We feel that there are great pos- 

sibilities for growth and development 
with Fertil-Ade. We feel confident 
that good results achieved with the 
initial customers will result in word 
of mouth advertising which we need to 
build a large volume of summer busi- 
ness. 
“We have no idea how large this 
business will become. Certainly the po- 
tential is there—almost an unlimited 
potential. We can see possibilities of 
much activity and we are certainly in- 
terested in developing it, since we have 
about 40 to 50 fuel oil trucks standing 
around idle during the summer 
months. 

“We do not feel, however, that it 
will develop into a big thing right 
away. 

“Like any other business activity, 
the proof must precede the rapid de- 
velopment.” 


Schierholz Offers 


Tips on Business 


Here are some tips that Bill Schier- 
holz has on the business of spraying 
liquid fertilizer at private residences: 

e “Our drivers do no estimating or 
measuring except for their own pur- 
poses in gauging their time in apply- 
ing the product. 

“We have found thus far that it 
is necessary for us to send a salesman 
out to make the contact with the 
customer and to sign the contract 
initially. 

e “For our contract with custom- 
ers, we are using the standard form 
our suppliers suggests. 

“We are then using ticket forms 
which we made up to be the same 
size as our fuel oil tickets but adapted 
to Fertil-Ade (the synthetic fertilizer) 
purposes. The initial green copy goes 
to the customer, the first carbon to 
the billing department, the second 
carbon goes to the come-up-for- 
later-mailing or contact for further 
service.” 

e “We repainted one truck to have 
a white tank, green cab and chassis 
and green size-box skirting. There is 
no question but what this truck has 
attracted attention. I can’t say, how- 
ever, whether it has as yet sold any 
product.” 

e “We have been refused the use 
of city hydrants in St. Louis. There- 
fore, we have installed a line right 
off the water main of our own prop- 
erty and are loading from this point.” 

e“We have gotten better results 
from direct mailings than we have 
from our radio spots.” 
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A Dash of Color 
for Your Rail Sidings 


Clean, brightly painted refineries, ter- 
minals, tank farms and service stations 
have become attractive additions to 
our industrial landscape. 

Now the Du Pont Petroleum Chemi- 
cals Division is having its tetraethyl 
lead tank cars painted according to a 
new color scheme. 

In the future, the top half of the cars 
will be a vivid yellow . . . the bottom 
half a rich green. The Du Pont ovals 
will be set off in red and white. 

We think you'll find this new color 
combination pleasing, and our cars an 
attractive feature on your rail sidings. 








Survey Findings on 
Gasoline Copper Content 


Some highly interesting information 
was obtained in a recent Du Pont gaso- 
line quality survey which included 
copper content analysis. 

Of 241 service station samples from 
44 U. S. and Canadian cities, 91% 
were found to contain copper in 
amounts from .01 to .90 mg/liter. Less 
than .01 mg/liter concentrations of 
copper can, in many cases, have an 
adverse effect on gasoline stability. 


Where Does Copper Enter? 


Even with stringent refinery control, 
gasoline often comes in contact with 
copper in the distribution system. 
Valves, pumps and other equipment 
are believed to be the source. 


Gum Content 


As part of the complete analysis, tests 
were made to determine gum content 
of the samples. 

As you would suspect, gum concen- 
trations were low in samples known to 
contain Metal Deactivator. In those 
with no deactivator, gum content was 
high. In some cases it appears that not 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company (inc.) 








These Services Can Help You 
Promote Employee Safety 


As a refiner, you have a special safety problem due to the occupational 


hazards of handling tetraethyl lead. 


To help you lick this problem as easily and efficiently as possible, the 
Du Pont Petroleum Chemicals Division makes a broad range of safe ty and 
medical services available to you. As an executive interested in and re sponsi 


ble for the safety of your workers. 


you will want to know how you can 


simplify your work by taking advantage of these important services. 





INTEREST-AROUSING VISUAL AIDS ore widely used by 


Du Pont representatives in safety talks and presentations. 


Here are some of the ways in which 
these services can be valuable as a 
supplement to your own safety and 
td programs. 


Training Aid 
As a training aid, the Du Pont Lead 
Hazard Clinic covers the broad psy- 


enough deactivator is added to achieve 
maximum stability all along the line. 

Du Pont Metal Deactivator mini- 
mizes the gum-forming action of cop- 
per. In most cases, it protects for less 
than 1/5 cent per barrel. 

Any Du Pont Petroleum Chemicals 
Division regional office can give you 
added facts in connection with the 
gum problem. 
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chology of industrial safety as well as 
all phases of safe TEL handling. 

It is primarily designed as an edu 
cational tool and refresher course for 
supervisory personnel. It is also ideally 
suited for training members of crews 


concerned with TEL handling and 
with maintenance connected with 
leaded gasoline tanks. 

To Keep Interest Lively 
Workers easily become bored and 


sometimes careless — when safety pro 
grams are presented over and over 
again in the same way. 

To help refiners overcome this situ 
ation, Du Pont is constantly preparing 
new, interest-arousing visual aids. 
Your men will find them easy to under 
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stand and remember. They are avail- 
able in a variety of forms — including 
booklets, tip-overs and sound-slide 
films. 


Safety Services 


Advisory Service 

Whenever it is necessary for cleaning 
or repair crews to enter a leaded tank, 
Du Pont will be glad to send a quali- 
fied representative to confer with the 
men on the safety procedures involved. 

This service can be quickly obtained 
by telephone or telegraph and can be 
mere d to fit in conveniently with 
your over-all operations. 


For Authoritative Reference 
The medical aspects of TEL handling 
fall into a highly specialized field. 
Recognizing the need for an au- 
thoritative book on the subject, three 
Du Pont physicians recently wrote and 





YOUR WORKERS get individual, personalized 
instruction from Du Pont safety representatives. 


published “Maintaining Hygiene in 
Tetraethyl Lead Operations.” This 
book can be extremely helpful as a 
reference work and training aid for re- 
finery doctors. Because of its special- 
ized character, it is designed for 
limited distribution to physicians and 
management personnel only. 


For Safety Meetings 


Occasionally you may find it desirable 
to bring in outside speakers to discuss 
the safety and the medical aspects of 
TEL handling. For such meetings, or 
meetings involving other safety sub- 
jects, the safety and medical staffs of 
the Du Pont Petroleum Chemicals Di- 
vision will be glad to send special rep- 
resentatives trained in public speaking. 





ADDITIVES SALES COORDINATOR 





Witt T. 
assistant to the sales manager of the 
Du Pont Petroleum Chemicals Divi- 
sion. In this capacity he coordinates 


Ropinson is a special 


sales of Du Pont Metal Deactivator, 
antioxidants, gasoline dyes, Fuel Oil 
Additive No. 2, “Ortholeum” 300 
Grease Stabilizer and various other 
Du Pont additives. Prior to this assign- 
ment, he was employed in the Divi- 
sion’s Technical Section. 

After graduating from St. Vincent 
College in Latrobe, Pennsylvania, with 
a B. S. in Chemistry, Mr. Robinson be- 
came a laboratory chemist at the Texas 
Company. He then joined Universal 
Oil Products as a sales-service repre- 
sentative and came to the Du Pont 
Company in 1952 

During World War II he served = 
the Navy as commanding officer of < 
PT boat and later a mineswee per. He 
is a member of the American Chemical 
Society and a committee member in 
the Coordinating Research Council. 








Their talks to employee groups are al- 
ways penetrating and provocative. 

Du Pont has also prepi ured a full- 
color Hollywood movie on tank truck 
operation and safety. This is an excel- 
lent tool for training drivers on their 
highway responsibilities. Unlike many 
commercial films, this one has plot, 
drama and humor that entertains while 
it trains. 

In addition, Du Pont will be glad to 
help you solve any general safety prob- 
lems individual to your refinery. 

To put these important services to 
work, just get in touch with any Petro- 
leum Chemicals Division representa- 
tive or regional office. 





MOVIES AVAILABLE 


You can easily obtain a wide selection 
of motion pictures from the Du Pont 
Petroleum Chemicals Division Film 
Library, free of charge. 

Among them are many films special- 
ly tailored for oil company use in 
dealer meetings, public relations and 
employee training. A number of them 
are also ideal for showing to customer 
groups for sales purposes. 

In addition to films on specific oil 
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industry subjects, the Du Pont “Caval- 
cade of America” television program 
film library is available to you. These 
26-minute sound movies about histori- 
cal Americans are ideal for tying in 
with your own public relations show- 
ings at schools and service clubs, as 
well as for employee recreation. 





FOR READY REFERENCE, this new catalog lists 
the films available to you through the Du Pont 
Petroleum Chemicals Division Film Library. Any 
of our regional offices will be glad to send you 
a copy. 








| Better Things for Better Living 
. through Chemistry 
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E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 
Wilmington 98, Delaware 


Petroleum Chemicals Division . 


Regional 
Offices: 


NEW YORK, N. Y.—1270 Ave. of the Americas 
CHICAGO, ILL.—8 So. Michigan Bivd. 

TULSA, OKLA.—1811 So. Baltimore Avenue 
HOUSTON, TEXAS—705 Bank of Commerce Bidg. 
LOS ANGELES, CALIF.—612 So. Flower St. 

IN CANADA: Canadian Industries Limited — Toronto, Ont.— Montreal, 


Phone COlumbus 5-3620 
Phone RAndoiph 6-8630 
Phone Tulsa 5-5578 
Phone PReston 2857 
Phone MAdison 5-1691 


Que.— Calgary, Alta. 


OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539—Wilmington 98, Del. 
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70 Million Miles of Highway Safety 


Fifteen oil tank truck operators logged more than 70 million 
miles of safe driving in 1953 to win top honors at the Nationa! 
Tank Truck Carriers conference in Cincinnati last month. 

Dan Dugan Oil Transport Co., Sioux Falls, $.D., stole the 
show by winning the Trailmobile Trophy for the third year 
to retain permanent possession—and again heading the list of 
grand award winners. 

Ruan Transport, Des Moines, lowa, won the Trailmobile 
award in 1950 and 1951, but failed in the third try. Rufus 


B. Jones, assistant to the president of Trailmobile, Inc., pre- 
sented his company’s trophy and E. G. Cox, head of the 
Interstate Commerce Commission Section of Safety, gave the 
other awards. 











DAN DUGAN’S DRIVERS recorded 10 million miles of safe 
driving to win the Trailmobile Trophy and the NTTC Grand 
Award. Dugan (right) takes permanent possession of the Trail- 
mobile award. At left is Rufus B. Jones of Trailmobile 


NTTC HONOR AWARD went 
to John Ruan (left), president 
of Ruan Transport Corp. Pre- 
senting the award is E. G. Cox 


MERIT AWARD was accepted 
on behalf of his drivers by W. 
M. Pritchard of Coastal Tank 
Lines, Inc., York, Pa. 





FROM 5 TO 
10 MILLION 
MILES OF 


SAFE DRIVING 


Cc. E. MENDEZ of Redwing 
Carriers, Inc., Tampa, Fla., took 
home the Grand Award certifi- 


cate 


3 TO 5 MILLION MILES 


Grand Award—F. N. Rumbley Co., 
Fresno, Calif., topped this class, but 
was not on hand for the presentation. 


Honor Award—J. W. Fry of Bice 
Truck Lines, Laurel, Mont., laid claim 
to the second-place award. 


Merit Award—This award went to 
Walker Hauling Co., Atlanta, Ga., 
represented by M. J. Baggett. 
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Petroleum Carrier 


Honor Award 


1 TO 3 MILLION MILES 


Grand Award — Hageman Transport 
Co., Laurel, Mont., won this class, 
but no representative attended. 
Honor Award — Fred C. Boyd ac- 
cepted for Felts Transport Co. of 
Galax, Va. 

Merit Award—John Draper of Texas 
Motor Carriers Assn. stood in for 
Caddell Transit Corp., Colorado City, 
Tex. 
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W. C. DOBBINS, representing 
Corp. of 
Jacksonville, Fla., accepted the 





OWEN COLLETT of Collett 
Tank Lines, Salt Lake City, 
collected the Merit Award cer- 
tificate 


UNDER 1 MILLION MILES 


Honor Award—Nicholas Tuso, Jr. ac- 
cepted the award for Inter-State Trans- 
portation of Vineland, N.J. 

Honor Award—Also not represented 
was this winner, W. S. Duckworth 
Transport of Post, Tex. 

Merit Award—tThird-place award in 
the low mileage division went to Clyde 
B Stephens, Teche Tank Lines, Inc., 
Lake Charles, La. 
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CHAMPION SpaRK PLUG CGoMPANY 


— — ———— 
———eurnam enciano —— - pans. FRANCE enngoee. casa—————— 


ToLeEDO !. Our0.U.S.A- 


June l, 1954 


Dear Champion Dealer: 


It looks like a busy and prosperous summer ahead. 
According to the AAA, 76 million Americans will take 
vacation trips this year and spend more than twelve 
billion dollars. Eighty-five per cent of these trips 


will be made by automobile! 
11 


Your customers who wi take motor vacations 
depend on you to see that they complete their trips 
without engine failure. ood will by 
letting them down. Be sure to top off the other 
services you will be performing with a set of new 
Champions. 

And Champion's national advertising will back 
you up with the hard-selling ad shown on the opposite 
page - This will appear — beginning in late June — in 
The Saturday Evening Post, Life, Collier's, Look, 
Pathfinder, Grit, Sports Afield, Popular Mechanics, 
and Popular Science Monthly. 

These magazines have 2 total circulation of 23 
million and they will pre-sell your customers into 
calling on you pefore they leave on vacation. 


Sincerely, 
Pp. 5S. Champion-equipped cars for the fifth straight 
year dominated the famed Mobilgas Economy Run. Sweep— 
stakes winner was 4 Studebaker Land Cruiser which 
28.1 miles per _ Other class winners using 
Champions were the Studebaker Champion, 29.6 mpg; 
Hudson Jet—Liner, automatic drive, 21.6 mpe, 


Studebaker Land Cruiser, automatic drive, 24.6 mpg © 
and Lincoln Capri, automatic drive, 19.8 mpg- = 


got 
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IN THE 
NATION 


CHICAGO 


You'll See America Better If You 


CHAMPION SPARK PLUG DEALER FIRST 


sary, antl ssinetall thems property ce, if neces 
sary, install a set of new Champions 


Full 


There’s a Brand feeling of security when your 
Car is ready, willing and able —and that means 
Champion Spark Plugs to millions of motorists. 
Stand by and judge for yourself as your Cham- 
Pion dealer rates the efficiency of your spark 
Plugs on his modern service equipment. He’lJ 


FIVE-Rips INSULATOR: 
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Out of 90 wildcat wells drilled by Cities Service in 

1953, over 67 proved to be dry. And, you may say, 

“Bad business.” But actually these dry wells repre- 

sent the “good business” sense of the entire industry. 

Even with all the latest scientific methods at their 

disposal, oil men cannot always be certain of a 

black-gold find beneath strange lands. What is im- 

portant is that Cities Service, as well as the rest of 
the industry, is willing to risk huge sums on any 
reasonable evidence that they may find oil. 

One company may decide not to drill an area, 
while another will say, “Let’s take the risk.” This is 
gilt-edge assurance to the nation that every possi- 
ble area will be explored. It’s a marvelous example 
of how our free enterprise, competitive system con- 
stantly influences all American business in a direc 
tion that will always benefit the consumer. 

Cities Service will continue to make new oil finds 
to help fill the oil larders of the nation . . . known 
underground oil supplies are over four times what 
they were thirty years ago. Cities Service will con- 
tinue to drill dry wells too . . . the odds are 8 to | 
against bringing in a producing discovery well. And 
these hundreds upon hundreds of dry wells, with 
the millions of dollars spent on them, will in them- 
selves serve as a monument to the constant efforts 
of the American petroleum industry to keep our 
country strong and to keep our standard of living at 
the highest point the world has ever known. 
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LIQUEFIED PETROLEUM GAS 


FILLER VALVE 


PETROLEUM 
PRODUCT SALES 


Boost TBA Profits 


WITH THE 


SOLS 


AND 
PRESSURE 


FUEL CONTAINER REGULATORS 


L.P.GAS — 


GAS-AIR 
VAPOR 


MIXTURE 


ENGINE 
COOLANT 


L.P_GAS 
iiavio 


LP-Gas Is Growing as Motor Fuel 


Expansion of propane-fueled 
vehicles will continue, but private 
passenger cars will be the last to 
be converted. 

This conclusion highlighted a 
speech by W. W. Scheumann, 
vice president and director of 
Cities Service Research and De- 
velopment Co., New York, be- 
fore the Tennessee Oil Men's 
Assn. spring meeting in May al 
Nashville. 

Following is a partial text of Scheu- 
mann’s speech: 

A vehicle engine that uses propane 
(or liquefied petroleum gas) as fuel is 
not a new development, but has been 
under way since the early 1930s. 
Since that time, however, steady prog- 
ress has been made in improving and 
expanding the use of such power. 

What is propane? Propane is a 
member of the hydrocarbon family, 
and on the average, natural gas as 
produced contains about 124% of 
propane. In addition, in the refining of 
crude oil, propane to the extent of 
about 2% is produced as a by-product. 

The advantages and disadvantages 
of using LP-gas as a motor fuel are 
shown in the following table: 


Advantages 


Perfect vaporization 

Very high octane number 

Uniformity 

Clean burning 

No tetraethyl lead required 

Freedom from impurities, sulfur, gum, 
etc. 

Gives uniform cylinder distribution 


Disadvantages 


Low heat content per gallon 
Requires pressure storage 
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Propane (or LP-gas) is used in a 
conventional or piston type engine. 
However, because of its high octane 
number (112), it can be used in high- 
compression engines. Therefore, en- 
gines operating at high compression 
ratios (10:1) on propane can compen- 
sate for the low Btu value of the fuel 
by operating more efficiently. 

Because propane is handled as a 
liquefied gas, it must be stored in 
pressure tanks, and the fuel tank on 
the vehicle is a sealed pressure tank. 
Normally, these are built of special 
alloy steel and are from “46 to % 
inch thick. These tanks have about 
20 times the resistance to rupture on 
impact as have conventional gasoline 
or Diesel fuel tanks, and public utility 
commissions and other safety organi- 
zations consider them perfectly satis- 
factory from a safety standpoint. 

Propane-fueled engines are being 
chiefly used on city buses, in trucks 
operating with set fueling points and 
in agricultural operations. Many farm 
tractors are operating on this fuel, 
along with stationary engines for 
pumping water or similar duties. 

Data on the economy of such oper- 
ations vary, the chief factor being the 
cost and availability of the fuel. 

Bus Operation—In a paper pre- 
sented before a meeting of the Ameri- 
can Petroleum Institute in 1951, com- 
parative data were given on operating 
costs of gasoline, Diesel, and propane- 
powered buses. This study was based 
on a 100-coach fleet operating in Chi- 
cago. The engines using propane as a 
fuel had a compression ratio of 10:1 
and a standard spark advance from 
8-10 degrees B.T.D.C., thus utilizing 
fully the high octane number of pro- 
pane. Briefly, this study (based on 100 
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IRON TIREMAN 


Does more work... 


yet costs only 


$109.50 


f.o.b. 
Fort Dodge, lowa 


It's a fact that more gas, oil, and grease i 
sold by service stations who do a big TBA 
business. That's because these stations N"T 
send their petroleum product customers ‘‘down 
the street’’ for TBA services motorists need 
like good tire service. Over 30,000 service sta 
tions from coast to coast use the Coats Iron 
Tireman to give od tire service at «2 good 
pret through real savings in time and back 

reaking work. Tires go on and off the rim in 
30 seconds without beating, pounding, heavy 
rubber wrestling. And stations who make them 
selves good tire service quarters get the 
MOST, the BEST chances of selling new tires 
recaps, snow tires to step up TBA profits 


WHY SERVICE STATIONS CHOOSE THE 
IRON TIREMAN OVER ALL OTHER TIRE 
CHANGERS COMBINED 


® More Convenient. Quick, easy foot pressure 
clamps tire securely 

® Simpler. Anyone can operate it 

@ Better put-on, take-off tools. Handier bead 
breaker. 


GET ALL THE MONEY MAKING FACTS 
NOW. WRITE TODAY FOR FREE LITER 
ATURE, COMPLETE INFORMATION 
JACK HENNESSY SALES CO. 
National Distributors 
P. O. Box 22, Audubon Station 
New York 32, N. Y. 


MANUFACTURED BY 


COATS COMPANY 


FORT DODGE OWA 





LP-GAS 


vehicles, each operating 40,000 miles 
annually) is summarized in this table: 
Gasoline Diesel 


Fleet Vehicle 

Cost ....$1,600,000 $1,750,000 $1,635,000 
Additional Fuel 

Storage Cost _— a 
Total Fleet 

Cost 1,600,000 
Annual Fuel 

Cost 1,848 1,340 1,084 
Maint. Cost 

(Propane-Base) 50 100 — 
Total Operating 

Cost (Yr.) 1,898 1,440 1,084 
Payoff Time on 

Added Cost 

(Months) _ 39 11 


45,000 


1,750,000 1,680,000 


However, all information available 
is not quite as favorable to the use of 
propane as a fuel as this. At a meeting 
of the refining division of the API in 
1953, data were presented on tests 
made by the Harrisburg Railway Co. 
of Harrisburg, Pa., comparing the 
operations of 10 Diesel buses which 
were GMC Model 471, 36-passenger 
buses; five new gasoline-powered buses, 
37-passenger Twin Coach Model 385 
with 7.3 to 1 compression ratio en- 
gines; and five LP-gas-powered buses, 
also Twin Coach Model 385 with en- 
gines having a 9.65 to 1 ratio. 





Complete Warehouse Stocks 

of HI-V-1 oil available: Enid, . ~ 
Oklahoma City, Okla.; Su- 
perior, Omaha, Grand Is- 
land, Lincoln, Nebr.; Hutch- 
inson, Kans.; Mason City, 
Rock Rapids, Cedar Rapids, 
lowa; Fulton, Mo.; Amarillo, 
Texas; Denver, Colorado. 


30 


Results of operating tests_is shown 

in the following table: 
Gasoline Diesel Propane 

Initial Cost 
per vehicle ... $15,000 $15,375 $15,750 
Fuel Cost .. 19.7¢ 17.6¢ 16.3¢ 
Fuel Consumption 
(mi. per gal.) ... 4.02 5.59 3.36 
Oil Consumption + 
(mi. per qt.) 188 250 132 
Maintenance 
($ per 1,000 mi.) 22 20 27 
Cost for 200,000 
miles ...... $14,920 $11,390 $15,600 


In this area the cost of transporta- 
tion for LP-gas results in a high fuel 
cost and, therefore, the economy is 
not attainable. 

Fuel Availability—Iin 1953 the total 
sales of LP-gas in the United States 
amounted to 4,920,000,000 gal. Of 
this amount, 2,932,000,000 gal. were 
used as motor fuel and for domestic 
uses, and of this it is estimated 500,- 
000,000 gal. were used as motor fuel. 
This is equivalent to about 1% of our 
gasoline consumption. 


However, it has been estimated that 
the potential production of LP-gas in 
the U.S. could be as high as 25 to 30 
billion gal. annually. Not all of this 


increase would be available for motor 
fuel, but the major portion would be. 
It is therefore entirely possible that 
about 10 years from now the LP-gas 
used for motor fuel could equal 20% 
of the gasoline now being used. 

Fuel availability and distribution will 
play an important part as to the type 
of vehicles using this fuel. It would 
be expected, therefore, that further 
expansion would follow the established 
pattern—city bus operations, truck 
operations over fixed routes, taxicab 
fleets and agricultural equipment. Per- 
sonal passenger cars would probably 
be the last to go to this fuel. , 


LP-Gas Rail Rates Hit 


The liquefied petroleum gas industry 
will continue searching for a cheaper 
means of transportation than railroads 
offer, according to George Hewitt, El 
Paso Natural Gas Co., El Paso, Texas. 

He says LP-gas rail rates are about 
three times greater than coal rates, 
that LP-gas producers have to provide 
their own tank cars—and that these 
and other costs total several times the 
value of the delivered LP-gas. 


in hottest weather! 


Your customers want extra lubrication protection against 
blazing summer heat, for their cars, trucks and tractors! 
Okay . . . give it to them, with split-second flow on starts 
. .. with the dependable, uniform film of lubrication that 


withstands oxidation . . 


. with Champlin Heavy-Duty 


HI-V-1! Then, watch for them to drive in for more, the 
next change! No other motor oil gives more dependable 
protection to an engine at all temperatures and speeds, 
in all weather, than Heavy-Duty HI-V-I Mil-O-2104 grade 


motor oil! 


Write for information on a dealership in your territory! 


GENERAL | 


MPLIN REFINING COMPANY 
FICES @ ENID, OKLAHOMA 
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keep this key working 


If you or your sales force are to do a profitable sell- 
ing job, you must have a good tire line . . . a line 
made and backed up by a reputable company. 
Dunlop dealers build volume and profitable repeat 
business because they sell Dunlop quality. Behind 
Dunlop Quality is the longest tire building experi- 
ence in the industry. To maintain Dunlop quality, 
a world-wide research and development organiza- 


tion is constantly at work checking current pro- 


FOUNDERS OF THE PNEUMATIC TIRE INDUSTRY 
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duction, improving Dunlop products. 


Dunlop built the first pneumatic tire; Dunlop 
built (for John Cobb) the world’s fastest tire. But 
more important, today’s Dunlop Tire line represents 
sound value to your customers. That means a sound 


business for you in selling Dunlop products. 


DUNLOP 


TIRE AND RUBBER CORPORATION 


© FACTORY AND OFFICES: BUFFALO 7, N. Y. 











Jout of every & cars tn America 











Bow world-famous Auto-Lite 


Your best skills can’t overcome defects in a replacement unit that might cost 
you a customer. That’s why for 42 years mechanics, dealers and distributors have 
come to depend on world-famous, precision-engineered Auto-Lite products. 
Readily available, backed by unmatched field service, accepted by a huge, ready- 
made market, Auto-Lite products build your reputation ... protect your 
reputation. For more satisfied customers and a sound future with bigger profits 
. . . be sure to specify Auto-Lite. 


Tune in “Suspense!”. .. CBS Radio Mondcys ... CBS Television Tuesdays 























products help build sound futures 


Match your honest workmanship 
with the quality of Original Service Parts 


Your reputation is your best advertisement in 
your neighborhood. It can attract more busi- 
ness, it can help you command an honest price 
for your service. Reputation depends on the 
parts you use as well as workmanship .. . how- 


ever expert. So it pays to match your skilled 
workmanship with parts approved and installed 
by the car maker. That’s why it’s just good 
business to use Auto-Lite Original Service 
Parts on every Auto-Lite-equipped vehicle. 


THE ELECTRIC AUTO-LITE COMPANY ¢ TOLEDO 1, OHIO 





TIRES—BATTERIES—ACCESSORIES 


Sloneker Endress 


DRY-CHARGE BATTERIES were discussed at the American 
Association of Battery Manufacturers convention by a four-man 
panel. Members of the panel were L. B. Sloneker, TBA mana- 
ger for Phillips Petroleum Co., Bartlesville, Okla.; Clarence 


Wigman 


H. Endress, chief engineer, Willard Storage Battery Co., 
Cleveland; Don P. Wigman, assistant TBA manager, Pure Oil 
Co., Chicago, and E. R. Bell, B. F. Goodrich Co., Akron. The 
meeting was held in White Sulphur Springs, W. Va. 


How TBA Men Look at Dry-Charge Batteries 


Battery manufacturers and oil industry TBA men are getting 
set for the impact of dry-charge batteries on the market. 

This was made obvious at meetings of battery and TBA men 
last month, when the new batteries were listed at the top of the 


discussion lists. 

So far, the drive in the dry- 
charge campaign has come from 
rubber companies. But two bat- 
tery makers have picked it up 
and oil marketers are sharpen- 
ing their selling tools so they can 
move the higher production that 
is certain to come. 

Dry-charge batteries were the main 
topic of discussion at the meeting of 
the Merchandising Section of the Assn. 
of American Battery Manufacturers 
held at White Sulphur Springs, May 
15. The dry-charge subject was also the 
center of attention at the Midwest 
TBA conference in Chicago, May 3-4. 

Firestone, first in the field, has them 
for sale everywhere. Goodrich, start- 
ing last year, has put them in a sub- 
stantial number of its distribution 
points. Goodyear has begun marketing 
them in a limited way. All three sup- 
ply important segments of the oil 
industry. 

Among the manufacturers, Willard 
has just issued a new price list which 
shows side by side prices for conven- 
tional wet batteries, and for equivalent 
batteries “C. B. D.” on all except Wil- 
lard’s lower price lines. (The initials 
stand for Charged, Bone Dry, the term 
Willard applies to its dry-charge bat- 
teries.) 

Another manufacturer, Delco, has 
informed its dealers and distributors 
that Delco truck, bus and Diesel bat- 
teries will now be shipped dry-charge. 
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There are strong hints that certain 
other makers will follow Delco’s ex- 
ample, and perhaps include all 12-volt 
batteries as well. 

Two Obstacles—In the discussion at 
the battery convention, as at the Oil 
TBA conference before that, the higher 
cost of dry-charge batteries, together 
with the lack of a dependable acid 
supply for dealers, headed the list of 
stumbling blocks in the way of dry- 
charge batteries. 

A run-down of the chief points at 
issue should begin with the question of 
cost. Some new slants on wet vs. dry 
cost factors from the oil industry stand- 
point were brought out by L. B. 
Sloneker, TBA manager, Phillips 
Petroleum Co. He acted as moderator 
of a four-man panel, and led off with 
these comments: 

It costs about 50¢ a battery in the 
oil company warehouse to keep a wet 
battery stock charged and in salable 
condition. 

It costs another 50¢ a battery for 
the dealer to keep his wet battery stock 
charged and in salable condition. 

It costs the oil company another 50¢ 
a battery for adjustments on premature 
battery failures because of shelf de- 
terioration of wet batteries. 

The total $1.50 expense could be 
saved by switching over to the dry- 
charge method of shipping, Sloneker 
said. To this could be added savings 
in shipping dry-charge batteries as 
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compared with conventional wet bat- 
teries, and a 100 to 200% reduction 
in warehouse space needed for battery 
storage. 

Cost Is Up—Offsetting these sav- 
ings, Don P. Wigman, Pure Oil Co., 
Chicago, mentioned these factors of 
higher cost when batteries are shipped 
in a dry-charge state: 

To begin with the manufacturer now 
has to get more for the dry-charge 
battery. He did not go into details but 
from other sources it is learned that 
dealers pay an extra 75¢ for dry- 
charge batteries. The battery maker 
has, first, some investment in extra 
equipment. And then there are extra 
steps in the process of drying the plates 
after they are charged. 

It should be noted here, that some 
savings might eventually result to the 
manufacturer if he could switch a 
large part of his output to the dry- 
charge method. He would then be free 
of seasonal demand, and could operate 
his factory at an even pace all year. 
As it is now every battery plant has 
to cut back production in the early 
part of the year when demand is light, 
only to step it up again to a peak in 
summer and fall when orders rise to 
high levels. 

No Longer Seasonal—The economy 
of more even production was touched 
on briefly by Clarence H. Endress, 
chief engineer, Willard Storage Battery 
Co. He noted that the dry-charge 
method takes the battery out of the 
perishable class and permits indefinite 
storage. He also mentioned improved 
manufacturing processes, which to- 

(Continued on Page 38) 
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(Above) Columbian 5,500-gallon, 
five compartment semi-trailer. 


FRAMELESS 
SEMI-TRAILERS Custom Built 


Factual evidence of the advantage of Columbian skilled engineering and rugged Every Columbian Semi-Trailer 
construction in “Frameless” semi-trailers continues to pile up across the nation. is designed and built to in- 
Day after day, these giant streamlined units stand the gaff of continuous over- corporate the individual ideas 
the-highway hauling at low operating cost. And more and more of them are now 


being used to cut handling costs by direct-to-station delivery from terminals. and ‘exact specifications of 


the purchaser. They are NOT 


Take advantage of Columbian’s recognized engineering ability which assures pre-built units merely adapted 
weight and distribution exactly as estimated on every unit built to specifications or changed in an attempt to 
—plus the many trouble-free principles of construction so distinctive of Colum- 
bian design. Get COLUMBIAN—and you get what YOU want! 


fit customer's needs. 
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Here is interest on which there are no taxes 
... the interest that each Universal licensee 
can count upon from an organization whose 
entire resources and collective efforts are 
directed toward helping the petroleum re- 
finer conduct his refining operations on a 


profitable basis. 


Year in and year out, our research, develop- 


ment, and engineering staffs are constantly 
at work seeking out new approaches to the 


complex problems of refining . . . putting 




















every ounce of energy into the job of finding 
how some method or technique can be prof- 
itably applied to give the refiner more value 
for each dollar invested in processing equip- 


ment, operation, and plant maintenance. 


In the interest of the refiner, Universal will 
continue to bring forth new methods and 
new techniques. Important contributions will 


be made toward the progress and success 


of those refiners availing themselves of the 


broad benefits derived from the application 


of thorough knowledge and wide practical 


experience in the petroleum refining field. 


Interest in your business, on the part of 
those who serve you, is your best assurance 
of a satisfactory relationship. To best serve 
you, it is fundamental that we interest our- 
selves in your problems. That is Interest 
That Can’t Be Taxed ... the kind of 
interest you have every right to expect from 
a company whose own interests are partial 


to none—available to all. 
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DELEGATES SWARMED around the platform following the AABM discussion to 
examine the one-qt. plastic-lined carton designed by the Scholle Chemical Corp., 
Northlake, Il. for shipping electrolyte to dealers 


gether with the present availability of 
plastic separators, make it possible to 
produce dry-charge batteries more 
cheaply than when they were first 
introduced some 30 years ago. 

It is not generally known that the 
dry-charge process is by no means 
revolutionary. Dry-charge batteries of 
some kind have been made and sold 
continuously since 1923, although most 
of that time they have been restricted 
to military and commercial types. 

For several years they were gener- 
ally available for passenger cars, but 
could only be made in premium price 
ranges because it was necessary to use 
rubber separators. No substitutes for 
wood separators, which must be kept 
wet, were then available. 

Aside from higher manufacturing 
cost, Wigman pointed out that the dis- 
tribution of acid to dealers, to be put 
into the dry-charge batteries as they 
are sold, ranges from 80¢ to $1.40 per 
gal. This cost, he said is all out of 
proportion to the cost of the acid 
when it is placed in the battery at the 
factory. 

Acid Problems—Use of quart poly- 
ethylene bottles is the most common 
method of shipping acid to dealers. 
Others mentioned include a large 612 - 
gal. plastic bottle; 13-gal. glass car- 
boys; a small, J5-cent, glass throw- 
away bottle; and a one-quart plastic- 
lined carton. All involve shipping and 
handling costs, and deposits for return- 
able containers. 

Where dealers attempt to buy acid 
locally, said Wigman, they don’t al- 
ways get the right kind. It may vary 
in quality and gravity. And there may 
be some hazard involved in handling 
acid in service stations, he said. 

It has been the experience of the 
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rubber companies, said E. R. Bell, 
B. F. Goodrich Co., and fourth man 
on the panel, that dealers are unable 
to make good connections locally for 
a supply of battery acid. He said that 
Goodrich has found it necessary to 
supply acid wherever it has intro- 
duced dry-charge batteries, although at 
the start dealers were encouraged to 
buy their own acid. 

While the panel went no further 
into the acid question, comments out- 
side of the sessions indicate that neither 
oil marketers nor battery makers want 
to take on the distribution of acid to 
dealers. Oil men say that the manu- 
facturer should take the responsibility 
for seeing that acid, or more properly 
battery electrolyte, of the right quality 
and specific gravity, should be made 
available for filling dry-change bat- 
teries at the point of sale. 

The battery manufacturers on the 
other hand, say that the chemical com- 
panies can easily arrange for the sale 
of electrolyte through local distribu- 
tors. 

One spokesman for a battery com- 
pany said in an informal conversation 
that for battery makers to inject them- 
selves into the field of acid distribution 
would only add to the cost. He said 
he didn’t see where battery manufac- 
turers could do anything that the 
chemical companies could not do for 
themselves. 

Dealers Must Be Told—Dealers also 
have to be educated in allowing enough 
soaking time after filling a battery with 
acid. This becomes especially vital in 
cold weather, and is a point mentioned 
both by Endress and Wigman. 

If a dealer’s stock of batteries and 
acid is stored at temperatures below 
40 deg. F., the plates will not wet well 


when the battery is filled, said Endress. 
Dealers will have to learn how to bring 
a freshly filled battery up to capacity 
either by giving it a short, high-rate 
charge, or charging it a low rate for 
eight hours or more. 

The temperature problem was con- 
firmed by Bell. He said dealers should 
not store dry-charge batteries at tem- 
peratures below 60 deg. F. And he 
said that when newly filled dry-charge 
batteries are sold in the winter, it is 
recommended that they be given a 50- 
amp. charge for 10 to 12 minutes be- 
fore installation. 

The novelty of dry-charge batteries 
as a selling factor was also mentioned 
by Bell. Both dealers and customers 
are intrigued by the phenomenon of 
a battery coming to life while they 
watch. 

At any rate, said Bell, whatever the 
reasons, and regardless of the prob- 
lems involved, there is no question 
about oil marketers indicating a grow- 
ing interest in dry-charge batteries. 


TWO SIDES TO THE STORY 


Much of the informal, discussion at 
the convention centered around dry- 
charge batteries. Here are some of the 
comments: 

“After all 50% of the replacement 
batteries are sold by service stations. 
So why shouldn’t the oil marketers 
have the deciding voice in whether to 
switch to dry-charge or not?” When 
an oil man asked this question of a 
group two battery men nodded agree- 
ment. Later, in another group, a rub- 
ber company spokesman said this: 

“It’s some of our big oil company 
accounts (mentioning two by name) 
that are asking for dry-charge batteries. 
They want them.” 

From another battery man: “The 
objections don’t amount to much. 
Solutions will be found quickly when 
we get rolling. Dry-charge is the hot- 
test thing in the battery business.” 

Some companies take a different 
view: 

“We are not interested. We are 
getting along all right with the con- 
ventional wet battery. Why should we 
change?” This comment by an oil TBA 
man, brought forth an observation by 
a battery representative, who said: 
“That’s what the X company says. 
They are not even interested in trying 
out the dry-charge idea.” 

From a battery manufacturer, who 
has misgivings about the cost of pro- 
ducing dry-charge batteries: “A con- 
siderable segment of our customers 
will continue to buy conventional wet 
batteries. Thus the cost of special dry- 
charge facilities must be charged 
against only a portion of our output.” 


NATIONAL PETROLEUM NEWS « June 2, 1954 











a Cooper first for dealers... 


all Cooper fires now built 
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Old-Type Rayon 
oe 


Compare actual cross-section as 
seen by microscope. Notice the wrinkled 
and pitted skin-core areas of old type 
rayon at top. See the smooth and 
wrinkle-free shape of Cooper's 20% 
stronger Super Rayon Armored-Cord be- 
low. It’s practically all skin — no core! 
And the skin is what really makes rayon 
fiber tough. That's why Cooper tires are 
stronger, safer — easier to sell your 
customers. 














Cooper dealers can now sell 20% more strength 
and safety at regular tire prices 


Keep in mind that this big and new Cooper sales ad- 
vantage isn’t limited to just some tires in the line. You 
get it in every Cooper tire you stock. You get it at no 
extra cost to you or your customers. 


Cooper’s 20% Stronger Super Rayon Armored-Cord 
gives you a new and convincing tire sales story. Your 
customers need and want the extra blowout protection 
and much longer tire life this new miracle cord gives. 
You can make more and easier tire sales. You can make 
consistently higher profit margins by selling 20% 
stronger Cooper tires at regular tire prices. 


Tires ®© Tubes © Batteries © Camelback ® Repair Materials 


COOPER TIRE & RUBBER COMPANY 
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And remember: Every Cooper dealer is given his own 
protected territory. Every Cooper passenger car tire is 
backed up to 3 full years by a road hazard guarantee. 
Learn why dealers go ahead ...when they go Cooper. 
Write for franchise details soon. And ask for our new 
catalog page on Cooper’s 20% stronger Super Rayon 
Armored-Cord when you do. 


Factories at Findlay, Ohio 











ea 


Lu 
ond 
<I 
VY) 
>: EE 
S Ee 
cE 
~ 
<= 
te 


SS — 
SNS =< \| | 








' Pumps 
‘Sell and Sell 





Eye appeal plus pump performance equals more sales and better 
service. That was the formula which guided the design of the new 
Gilbarco 906 gasoline pump, and that is what this new pump is built 
to do for you. Streamlined and modern, it is a gleaming sales tool that 
helps attract — and hold — customers. Efficient, fast operation and 
solid construction distinguish it. And greater interior accessibility 


means inexpensive maintenance. 


® Easy-to-Read Dial Face 
nearly 20% larger ...200% brighter 
illumination. Self-cleaning visigauge. 


® Longer Hose — Inside Easy 
Reach hose is 13’ 8” from pump to 
nozzle tip, pulls out with ease, always 
retracts positively. 


® Rugged Construction — the 
most rigidly built of all gasoline 
pumps, maintains positive alignment. 


® Easy Servicing —Cam-locked 
doors and slip-on side panels for 
quick hose replacement. Combina- 
tion pumping unit and air separator. 
Standard Gilbarco components elim- 
inate increased parts inventory. 


Also available with outside Easy Reach 
hose in the Model 904. Cable, weight 
and pulley system provides effortless 
operation and smooth, positive return. 


Write us at West Springfield, Mass. for 
color-illustrated booklet. 


Gilbert & Barker 
Manufacturing 
Company 
West Springfield, Mass. 
Toronto, Canada 
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Facts Will Help Sell Antifreeze 


e Use of permanent anti- 
freeze at new low prices should 
account for 65% of the market 
this year. 

e Carryover in dealer inven- 
tories of all antifreeze is esti- 
mated at 20% of annual sales. 
Total sales next season should 
be about 85,000,000 gal. 

e Dealers could double the 
market for permanent antifreeze 
by educating customers on the 
dangers of re-use. 

These are the highlights of a review 
of the antifreeze market from the 
standpoint of the oil industry, by Al- 
bert G. Welter, regional TBA man- 
ager, Cities Service Oil Co., Cleveland, 
speaking before the Midwest Oil TBA 
Conference in Chicago May 3-4. He 
predicted a big advertising and selling 
drive to get old antifreeze out. 

Surveys by Dow Chemical and by 
Du Pont show that the dealer can 
easily persuade his customers to dis- 
card his old antifreeze, said Welter. 
Dealers do not seem to realize that an 
efficient cooling system is just as vital 
in preventing an overheated engine as 
is an adequate supply of good motor 
oil, said Welter. In fact, the Dow sur- 
vey uncovered many instances of deal- 
ers actually advising owners to leave 
the old antifreeze in the radiator. 


Give Dealers Facts—It would pay 
oil companies to put the true facts in 
the dealers hands, said Welter. Anti- 
freeze is something people must have, 
and it carries a good profit. But dealers 
always take the path of least resistance 
because they are always very busy. 
And for the same reason they won't 
go for a long sales pitch, he said. 

Last year Cities Service began to 
hold a series of dealer meetings de- 
voted mainly to cooling system educa- 
tion as a means of boosting antifreeze 
sales. 

In a test area where 14 such meet- 
ing were held the results were a 
good increase in antifreeze sales, and 
in addition the area in question did a 
larger all-around TBA business. 

The antifreeze dealer meetings held 
by Cities Service were built around a 
special film on cooling system service 
which Welter showed to the TBA 
audience. Done in color cartoon style 
it made use of a sort of animated dia- 
gram treatment to demonstrate how 
dealers should diagnose cooling system 
troubles. Also why fan belts, hose con- 
nections and thermostats need to be in 
good condition. 

The film wound up by summarizing 
the points a dealer should get across 
to his customer on the value to the 
customer of using fresh antifreeze. 





Prest-O-Lite Gets Football Nod Again 

For the 1954 season, the Prest-O-Lite Battery Co., Inc., will have an exclusive 
advertising tie-in with the professional National Football League. Shown here 
after concluding the agreement are Sales Manager A. A. Feldman of Prest-O-Lite 


and Bert Bell, NFL commissioner. 
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Line Brings Accuracy 


A white center line on Mohawk 
Rubber Co. camelback products 
makes for speedier and more accurate 
camelback application. The line is 
permanent and remains visible even 
on the cured tire. 

By using the line as a guide, shops 
employing either manual or automatic 
application methods can insure that 
the stock is being applied evenly. The 
permanency of the line provides a 
further check after the tire is re- 
moved from the mold. 


Skelly Offers Premium 


Skelly Oil Co. made a special pre- 
mium offer to dealers to boost fan belt 
orders in the spring. The premium 
consists of a bargain price of 99¢ for 
a 4-gal. Scotch Plaid picnic cooler. 
All the dealer has to do to get in the 
deal is to place order for 25 Skelly 
fan belts, any size. Promotion in con- 
nection with the campaign called at- 
tention to the fact that cars today use 
more belts than ever before and that 
all belts should be inspected after 
25,000 miles. 


Rubber Lubricant Deal 


Sinclair has taken on the special 
rubber lubricant deal by which the 
makers of Ru-Glyde package the 
product with both the Sinclair and 
Ru-Glyde brand names on the con- 
tainer. Part of the deal includes a 
service kit consisting of a plastic 
bucket with a brush for dressing up 
tires, and applicator for use in mount- 
ing tires and tubes. 


New Battery Pushed 
Goodyear is doing a lot of promot- 
ing for its new blue and yellow bat- 
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STEPS UP 
GALLONAGE 
FOR SINCLAIR 


DEALERS... 


You're in a business where the more you sell, the more you make. So think this over: last year, 
when Sinclair launched poweEr-x, first of the modern super fuels—sales jumped to a new high— 
*way over the industry average for premium gasolines. This year, with a new stepped-up Sinclair 
POWER-x—plus stepped-up selling support—Sinclair Dealers are finding sales and profits up 
higher than ever. 

This new stepped-up poweER-x advertising is appearing in more than 400 newspapers. It’s being 
heard over hundreds of radio and television stations. 

How about getting all this advertising, and all of Sinclair’s reputation for quality, behind you, 
pushing up and stepping up your profits? 

Contact your nearest Sinclair Representative or write Sinclair Refining Company, 600 Fifth 
Avenue, New York 20, N. Y. 


SINCLAIR 


Ask about the Sinclair TBA Franchise featuring Goodyear — the greatest name in rubber. 
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tery. The polystyrene case of the 
Double Eagle No. 125 battery is solid 
yellow, with a blue top. It carries a 
premium price and, because it has an 
extra large electrolyte space, it is ad- 
vertised as being of “dry-proof” con- 
struction, meaning that water need be 
added only three times a year. 

Another addition to the Goodyear 
BA line is an ethylene-glycol base, 
permanent antifreeze, which has been 
on the market under the Goodyear 
private label. 
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-A BIG HUNK OF TBA BUSINESs 


Power Brakes Offered 


It’s possible some service stations 
may like the idea of selling power 
brake units, since a manufacturer now 
has one on the market that sells for 
$19.95. Installation is described as 
simple, “requiring only a pliers and 
wrench and taking only a few min- 
utes.” Brake units are also available 
at $24.95 for light trucks; and $36.75 
for 1%- and 2-ton trucks. 

The company calls attention to the 
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There's nothing petty about 
the REPLACEMENT LAMP BUSINESS. 
You can increase your share 


of it by carrying the complete 
Tung-Sol line, so you can fill 
every lamp need of every car, 
bus and truck on the road. 


AUTO LAMPS 


SIGNAL FLASHERS 


fact that, through the efforts of the 
automobile manufacturers, the public 
is already pre-sold on power brakes. 
In addition the company says it will 
start it own large scale consumer ad- 
vertising campaign, although it gives 
no details. Touch-O-Matic is the 
brand name of these brakes, and in- 
formation about them can be had 
from Fred Murphy, general sales 
manager, Continental Manufacturing 
Products, Inc., 10418 Venice Blvd., 
Culver City, Calif. 


Flat Tread Tire Out 


Seiberling Rubber Co.’s new long- 
distance truck tire “has a flatter tread 
and gives better traction and longer 
wear than conventional tires.” The 
tire has undergone more than a mil- 
lion miles of road testing, the com- 
pany said. 

Heat vents, developed and patented 
by Seiberling, extend into the shoul- 
ders of the tire and drain off heat 
before it can build up and damage 


TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 
Sales Offices: Atlanta, Chicago, Columbus, Culver City (Los Angeles), Dallas, Denver, Detroit, Newark, Philadelphia, Seattle 


TUNG-~SOL makes: All-Gloss Seoled Beam Lomps, Miniature Lamps, Signal Flashers, Picture Tubes, Radio, TV and 
Special Purpose Electron Tubes and Semiconductor Products. | 


the tire body. Cords are pre-stretched 
before they are built into the tire to 
equalize cord tension. 
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Sales Tips for Dealers 


The Electric Storage Battery Co. 
has brought out some suggestions to 
dealers on the size of the battery 
market. Under the heading How Are 
Your Battery Sales a chart is pre- 
sented showing how many batteries a 
dealer ought to be selling per month 
right now, in order to attain a given 
total of batteries by the end of the 
year. Figures vary for each of three 
climate areas across the country. 

Then, as a preliminary to a review 
of effective ways to promote battery 
sales, dealers are reminded that one 
half of their regular customers will 
buy a new battery this year. “For 
example,” says Exide, “if you have 
200 customers and are not selling at 
least 100 batteries per year, you are 
losing sales.” 


Leakproof Battery Cell 


A new idea in flashlight cell con- 
struction has been incorporated by 
National Carbon Co. in the Eveready 
D-99. Instead of a carbon center elec- 
trode surrounded by a zinc shell, the 
new shell uses a zinc vane element in 
center, surrounded by a carbon-lined 
shell. It is claimed that this type of 
construction results in a leakproof 
battery that will not swell, stick or 
jam in the flashlight. 

Since the chemical action in all dry 
cells gradually consumes the zinc ele- 
ment, leaving the carbon intact, put- 
ting the zinc in the center and the 
carbon outside, the cell will not leak 
even after it is completely discharged. 
National Carbon says the new cell 
costs a few cents more than its 15¢ 
D-950 battery, and is being offered 
as a premium flashlight battery. 


Visor Contains Wallet 


There is a new sun visor wallet 
available for resale or premium uses. 
It has a snap fastener case for sun 
glasses, a notebook and a pencil 
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holder and is priced to retail at $2.95. 
The maker, Pam Sales Co., 8905 Lake 


Ave., Cleveland 2, Ohio, offers to im- 
print quantity orders with company 
name, slogan or sales message, and 
pack in gift boxes. 


Book Outlines Contests 


If you need ideas for sales contests 
you might get some help from a book 
by Zenn Kaufman, just published by 
Harper & Brothers, New York, price 
$5. It’s a discussion of the theory and 
practice of sales contests, plus a case 
history section describing typical con- 
tests. 

Among the case histories is the 
story of a contest run by the Panther 
Oil & Grease Co., of Fort Worth, Tex. 


Show Your Dealer how to 


make a $7.15 per car sale 


on an operation as simple 


as an oil change! 


@ quort. 
11 quarts, 


f 1710, 
“ 
” ‘Cen A 
*Flore retails for 65¢ as 40%, 
The average cor uses 
ce total sale of ~ 


” 
ATK etn omar ” 
OT ad 1 Tan. 


$7.15. In addition, many deal- 
ers moke a charge for service. 


Over 7,000,000 Automatic Transmission Cars are Potential 
Customers .. . Thousands More are Built Each Year! 


GET READY FOR YOUR SHARE OF THIS TOP-PROFIT ITEM! 


These units require a refill every 
10,000 to 25,000 miles. The Service 
Manual which the Bell Company 
offers, fully explains how to service 
and refill these transmissions. Any 


garage or service station can render 
this service. Your local jobber has 
FLARE LIQUI-MATIC FLUID 
available in convenient sizes. Con- 
tact him today. 


We Solicit Private Brand Accounts 
THE BELL COMPANY, Inc., 415.N. Wolcott Ave., Chicago 22, Ill. 


Free! \~ 


New Service Manual 
On Automatic 
Transmissions 

An illustrated service 
guide for mechonics 
and service station at- 
tendants! Contoins 
complete details! 
Mail coupon today. 


THE BELL COMPANY, Inc. 
415 N. Wolcott Ave., Chicago 22, Il. 
Please send me immediately a free copy 


of your Service Manual on Automatic 
Transmissions. 





...and the best dealers 


If you’re not selling plenty of tires at a 
healthy profit . . 


If you’re not building your business year by 
year... 


If you’re not “hitting on all four” of the 
profitable channels of tire marketing . . . 


. -» these words are for you! 


You could be handling the most salable new 
line of tires in the industry—a line with six 
great new products this year alone! 


You could have a franchise that gives you 
every opportunity for growth, for more kinds 
of sales and for a greater profit on every one 
of them. 


We’re talking, of course, about the sales- 
making products and profit-making franchise 
you'll get as a Kelly Dealer. We’re not alone 
—the whole industry’s talking “‘Kelly.” Let 
us give you all the facts. It can pay you well. 
The Kelly-Springfield Tire Company, Cum- 
berland, Maryland. 


Selling Kelly Ties ix a. Good. Business! 
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Here's the most salable 
premium tire on the road! 


Here are premium features never before 
combined in one tire! All-Nylon cord blow- 
out safety body . . . puncture-safe tubeless 
construction . . . white-for-life sidewalls . . . 


thick, road-contour tread with Armorubber 
. special skid-defiant tread design! 
Notice, in these pictures, the extra width 
and depth of tread on the Celebrity. 


The segment of tread section shows 
Kelly’s exclusive non-skid feature. The in- 
stant you touch the brake, this unique tread 
design throws thousands of these sharp- 
angled “‘teeth’’ into the road. 

Inspect this tire from every angle and 
you'll agree: the Celebrity is the safest, 
smartest, “‘sellingest” tire on wheels! 





| set-up in the business! 











Six Exciting 
New Products! 


THE CELEBRITY 


( PREMIUM ) ( PASSENGER ) 


SUPER FLEX NYLON 


KELL LY) 


KELLY gives you more 











GRIP TRAC EXTRA 


( WINTER ) ( TRUCK ) 


SUPER ARMOR TRAC 


room to grow, newer 








PUNCTURE 
PROTECTOR 


(TREAD ) 





NEW ARMORUBBER 


tires to sell, bigger 
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opportunities for profit! 





EQUIPMENT 


NFPA Changes Stand on Nozzle 


The use of an unattended 
“automatic” gasoline nozzle at 
service stations is a widespread 
practice but is contrary to fire 
insurance recommendations and 
in some instances is an outright 
re of municipal or state 
aw. 

The National Fire Protection Assn. 
code states flatly that the hand of an 
attendant must be on the nozzle at 
all times when gasoline is being dis- 
pensed. 

There was considerable discussion 
and some argument about this at the 
recent National Fire Protection Assn. 
convention in Washington, D. C. 

It was pointed out that the reason 
for the regulation in the code is that 
no foolproof automatic dispensing 
nozzle has yet been produced. There 
is a danger:of spilling if the attendant 
leaves the nozzle while he checks the 
oil or cleans the windshield. 

Equipment manufacturers have told 
NFPA officials that such a nozzle can 
be built, but thus far none has been 
approved (for unattended use) by 
NFPA nor by a nationally known test- 
ing Organization. 

An NFPA committee proposed that 
the regulations be amended to author- 
ize the use of such a nozzle when one 
meets the tests. By making the amend- 
ment in advance, the committee felt 
it would encourage manufacturers to 
hurry work on such a nozzle. 

There were a number of NFPA 
delegates, however, who felt there was 
no point in changing the regulations 
until after a nozzle had been approved. 


The committee’s action was ap- 
proved by the convention despite the 
opposition. So the situation now stands 
that when and if a nozzle is approved 
for unattended use, local chiefs will 
have authority to authorize it. 

Other convention action affecting 
the oil industry included: 

Drag Chains—This statement was 
added to regulations: “Drag chains and 
straps formerly specified for the pur- 
pose of eliminating static charges have 
been shown by experience to be in- 
effective and their elimination is rec- 
ommended.” 

Liquefied Petroleum Gas—‘Where 
LP-gas containers are located in the 
area of flammable liquid tanks or 
containers, the minimum separation 
shall be 20 feet and the minimum 
separation between a container and 
the center line of the dike shail be 
10 feet.” 

Oil Burning Equipment—Existing 
regulations were changed to permit 
larger total storage capacity of oil in 
multiple-unit buildings by use of fire 
protection walls. In addition, the com- 
mittee submitted a tentative draft of 
revised standards for installation of 
oil burning equipment (NFPA No. 31- 
PRI). 

The aviation committee also had a 
number of proposed regulation 
changes, including fueling aircraft on 
the ground (NFPA 407-P). These 
recommendations, as well as other 
reports mentioned above, may be ob- 
tained from National Fire Protection 
Assn., 60 Batterymarch St., Boston, 
Mass. 





Pump Device Becomes Mandatory 


No major revisions in weights 
and measures regulations per- 
taining to oil were made at the 
29th annual national conference 
on weights and measures held 
in Washington in May but sev- 
eral problems were added to the 
agenda for next year. 

One approved recommendation 
makes mandatory, beginning July 1, 
1957, the use of the zero-set-back in- 
terlock on service station pumps. These 
pumps have been in almost universal 
use for a number of years but have 
not been made mandatory because 
they were under patents. The weights 
and measures Officials steer shy of 
making any patented device manda- 
tory. Since the patents on the inter- 


48 


lock expire by mid-1957, the rule will 
then go into effect. 

The device simply makes it neces- 
sary to crank all registers on the pump 
back to zero before the pump will 
Operate again. 

Clarification—Some minor changes 
were made in regulations on grease- 
measuring devices and vehicle tank 
tolerances, but they were made prin- 
cipally to clarify existing regulations 
rather than as basic changes. 

The alteration in the tank compart- 
ment tolerance table merely spelled 
out that in capacities over 1,000 gal., 
the tolerance is increased by one pint 
for each additional 200 gal. or frac- 
tion thereof. 


That is, at no time would the 


tolerance allowed be broken down to 
fractions of pints. 

Also, because there had been some 
confusion over the definition of retail 
and wholesale liquid-measuring de- 
vices, the conference identified a “re- 
tail device” as one designed for single 
deliveries of less than 100 gal, and, in 
addition, any device designed or used 
for retail deliveries of motor fuels to 
individual highway vehicles. All other 
uses automatically fall under the defi- 
nition of wholesale devices. 

In addition, the conference found a 
volunteer for the major task of devel- 
oping accurate liquefied petroleum gas 
measuring devices, and added fo its 
agenda for next year’s study some 
other matters, including multiple indi- 
cators on tank trucks. 

The organization taking the confer- 
ence off the hook on the LP-gas mat- 
ter was the American Petroleum Insti- 
tute. The conference said it did not 
have the money to undertake such a 


_ project and API agreed to do it. 


As for the multiple indicators on 
tank trucks, it was pointed out that 
multiple indicators would enable 
truckers to meet state highway load 
regulations with various types of liq- 
uids. This is difficult when there in 
only one indicator. Some states have 
already adopted multiple indicators 
but this has not been done at a na- 
tional level. 


Cart Rolls to Fire 


Ansul Chemical Co. has designed a 
maneuverable cart, equipped with a 
30-Ib. dry chemical fire extinguisher, 
for use in emergencies. It is suited 
particularly for use in narrow aisles or 
on fires spread over a large area. The 
extinguisher can be equipped with a 
six-ft. rubber hose, permitting its 
operation from the cart. The cart 
which has rubber tires and ball bear- 
ings, is 44 in. high, 16 in. wide and 
16 in. deep. It weighs 16 lb. 
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FRAME CONTACT HOIST now available from Wayne Pump Co. is adaptable to all 
types of cars and many light trucks. The model also introduces a new safety latch 


Wayne Pump Co. is giving oil 
men a look at what can be ex- 
pected from it in the months to 
come. 

At Wayne’s 12th annual Engineering 
Conference in May, Coates Bateman, 
chief engineer, announced seven new 
products in the planning, testing or 
production stage. 

Now available are a remote control 
gasoline pumping system and a frame 
hoist. 

The remote system provides auto- 
matic alternating of remote pumps. 
It is supplemented by a three-position 
switch control to make all dispensers 
control one pump during emergencies. 

The frame hoist is an improved 
adapter design that will handle safely 
all cars, domestic and foreign, and 
trucks to one ton. 

It introduces a new safety latch that 
is operated beyond the confines of the 
lift. 

A new truck pump is available in 
limited quantities and will go into full- 
scale production in three’ to four 
months, should demands require. It 
combines a non-computing register 
with a ticket printer in a standard 
pump housing. The register is inter- 
locked with the control lever. 

In six to eight months, an auto- 
matic reset for computers can be on 
the market. The device automatically 
resets the computer when the control 
lever is turned on. 

Large scale tests are set to begin in 
the next six months on a new meter 
design. The innovation features 20% 
fewer parts; high flow (30 gpm); re- 


duced pulsation, giving smooth opera- 
tion; improved positive adjustment, 
and two-minute installation or re- 
moval. 

It has not been scheduled for pro- 
duction. 

A new computer is undergoing field 
tests, with no production scheduled so 
far. 

The proposed design features a semi- 
automatic reset device, larger figures, 
improved lighting, enclosed totalizers 
and no wheel shutters. 

A new idea in island merchandiser 
styling is making the rounds in differ- 
ent areas of the country to test its 
acceptance. Designed for TBA and 
motor oil selling, it contains 50 cans 


A NEW IDEA in oil and TBA display 


is making the rounds to sample reactions 


of oil in both front and rear. 

The cabinet matches the Wayne 
pump style and rotates the display on 
a turntable. It has not been set for 
production. 


Up-to-Date Nozzles 


Many improved features of the 
Buckeye No. 820A safety-fill nozzles 
can be found in older model No. 820 
nozzles, the manufacturer says. The 
renewed nozzles need no oiling, con- 
tain permanent packing and require 
no adjustment of the packing gland. 
Maximum flow rate is increased by 
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Bag more money! 


The highly successful PREST-O-LITE PROFIT PLAN 
is designed to work for you two ways: 


One—sell more batteries. 


RAYMOND L. TERRY 
12 School Street 
Northport, L. L, N. Y., soys... 


“T’ve been handling 
Prest-O-Lite Batteries 
exclusively for 25 years. 
The Profit Plan really 
helps us sell more batteries 
and make more money.” 


Two—make more profit per sale. 


For full details, see your jobber or write: 


PREST-O-LITE BATTERY COMPANY, INC. 
Toledo 1, Ohio 


~ 
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EQUIPMENT 


several gpm. Cost of conversion is 
little more than the usual renewal 
cost, says the company. Basic Dis- 
tributors. 


Circle No. 1 on Reply Coupon 


Anti-Corrosion Pills 


Corrosion-inhibitor tablets for fuel 
oil tanks are being offered in pack- 
ages and in bulk. A six-pill treatment 
of these “Tank-Life” tablets will pro- 
tect a 1,500-gal tank against rust, acid 


and electrolytic action for about three 
years. They dissolve and react only 
when water is present. They do not 
dissolve in or react with oil. Prices 
range from 60c to 10c per treatment, 
depending on whether the tablets are 
ordered in bulk or in packages and 
whether the buyer wants special sales 
promotional material the company 
has available. Stewart-Hall Chemical 
Corp. 


Circle No. 2 on Reply Coupon 





Simpler...Easier... Faster... 


A New Balancer that’s a 
proven profit builder 


ts On-The-Car 


VY BEAN 


JOHN BEAN 
ih cadaad 


FOOD MACHI 
AND AEMICA RPORAT 


LANSING 4, MICHIGAN 


WHEEL ALIGNERS 
WHEEL BALANCERS 
TIRE DE-SKIDDERS 
STEAM CLEANERS 
CAR WASHERS 
HEADLIGHT TESTERS 
ACCESSORIES and 
ALLIED TOOLS 


BALANCER 


lohn Bean On 
that deme make 


you 


Ask for a demonstration today. 





A Wash in a Wink 


The manufacturer claims a new 
portable car washing unit will wash 
the complete exterior and wheels of 
a car in seven or eight minutes. Called 
the Washeze, it consists of a heli-arc 
welded mixing chamber of heavy 
gauge aluminum, 25 ft. of twin, 
heavy-duty hose and an aluminum 
handled mop with three-way mixer 
valve and interchangeable head. To 
use it, the operator attaches it to any 
standard hose, places a few ounces of 
liquid or soluble soap or detergent 
into the mixing chamber and turns on 
the water. A push of the valve pro- 
vides clear water for rinsing. Price is 
$69.95. Nutritional Concentrates, Inc. 


Circle No. 3 on Reply Coupon 


Bearing Job Aids 


A new line of wheel bearing packers 
is on the market. Units are engineered 
to pack both roller and ball type bear- 
ing, with lubricant being packed into 
races and cages under positive pres- 
sure sO Openings around the rollers or 
balls are fully and properly packed. 
The packers are available in five 
models—two for passenger car and 
light truck service and three for 
heavy-duty bus and truck service. 
Lincoln Engineering Co. 


Circle No. 4 on Reply Coupon 


Cleaners Packaged 


Two steam cleaning compounds 
and a concrete floor cleaning com- 
pound are available in five-pound, 
waterproof, polyethylene packages. 
Being produced in the new package 
are heavy duty and all-purpose steam 
cleaners and a nonhazardous material 
for bleaching and removing grease 
and oil from concrete floor. The man- 
ufacturer claims the package will cut 
compound consumption 25% by elim- 
inating waste. Turco Products, Inc. 

Circle No. 5 on Reply Coupon 


Bearing Kits Offered 


A line of Spicer-made “Mechanics” 
type universal joint journal and bear- 
ing kits has been announced. The kits 
embody many new and _ exclusive 
service features, the manufacturer 
says. All the necessary hardware to 
complete any type of installation is 
contained in each kit. Nearly all the 
Spicer “Mechanics” type kits are of 
the lubricated type and are offered at 
no extra cost, the company states. 
Dana Corp. 


Circle No. 6 on Reply Coupon 
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PERSONALS 





R. M. Hammes 
has been appoint- 
ed assistant gen- 
eral sales manager 
for the Niagara 
Filters Division 
and Tolhurst Cen- 
trifugals Division 
of American Ma- 
chine and Metals, 
Inc. Mr. Hammes 
joined the firm in 

R. M. Hammes 1943 as director 
of the company’s training program and 
in 1946 became assistant to the general 
sales manager in charge of sales pro- 
motion. 

e 

A. E. Williams of Fruehauf Trailer 
Co. is new chairman for the Truck 
Trailer Manufacturers Assn.’s_ engi- 
neering committee. J. J. Black of Trail- 
mobile, Inc., also serves on the com- 
mittee. L. C. Allman of Allman Co., 
representing Fruehauf (chairman) and 


Marshall Terry of Trailmobile are on 
the public relations committee; A. L. 
Rich, Fruehauf, chairman, and E. 
Streib, Trailmobile, traffic committee; 
A. E. Wolfe, Bendix-Westinghouse 
Automotive Air Brake Co., general 
committee, and J. A. Payette, U. S. 
Rubber, chairman, and R. M. Hayes, 
Rockwell Spring & Axle associates’ 
hospitality committee. 
ue 

Robert M. Farrell will specialize in 
sales of Nordstrom valves in the Texas 
area as sales engineer for Rockwell 
Manufacturing Co.’s meter and valve 
division. Mr. Farrell held positions 
with Oil Center Tool Co., Ateco 
Equipment Co. and Halliburton Oil 
Well Cementing Co., before joining 
Rockwell. 

° 

R. M. Burns, veteran of 20 years 
with International Harvester Co., will 
be new supervisor of motor truck fleet 
sales. R. H. White has been named 





FUELS 


manager of the Lubbock, Tex., motor 
truck district. Other personnel changes 
include transfers of M. S. Howard to 
Lubbock as assistant manager, and 
E. L. Tracy to assistant manager of 
the Oakland district. 
s 
Norman J, 
Jardine, former 
New York state 
representative, has 
been appointed 
Middle Atlantic 
states sales repre- 
sentative for Gil- 
bert and Barker 
Manufacturing 
Co. He will make 
his headquarters 
in Richmond and 
cover Virginia, Delaware, Maryland, 
West Virginia, North and South Caro- 
lina and eastern Tennessee. He served 
on Gilbarco’s engineering staff for sev- 
eral years. 


N. J. Jardine 


Gasoline Consumption by States, February, 1954‘ 


Tax Ratet — 
February Jenuary 1 1954 


(American Petroleum Institute figures) 


Month of — 
February 1954 


2 Months Gating Wee 
February 1954 ary 1953 % 


Cents Gallons 

Alabama ; asa tl 6 58,198 ,000 
Arizona. . ; 26, ,000 
Arkansas. . 32 813 ,000 
California . 410 ,356 ,000 
35 ,595 ,000 
44,924,000 

8,748 ,000 
15 ,599 ,000 
105 ,938 ,000 
79,811,000 
13 ,200 ,000 
184 ,268 ,000 
106 ,810 ,000 
66 ,819 ,000 
59 ,524 ,000 
53 ,252 ,000 
57,192,000 
17 ,851 ,000 
48 ,805 ,000 
79 ,709 ,000 
161,872,000 


Gallons 
57,497 ,000 
860 ,000 


6 
S 


Gallons Gallons Change 

115 ,695 ,000 108 , 379, + 6.8 
52 , 866 - 

68 , 067 

256 

, 702, 

,220 

,519 

$2,252 
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Indiana. . . 
Iowa....... 
Kansas.... 
Kentucky. 
ana. 
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Maryland. 
Massachusetts 
Michigan. . 
Minnesota... . 
nee. . 
Missouri . 
Montana. 
Nebraska. 
Nevada... 
New Hampshire 

ew Jersey... 
New Mexico. 
New York 
North Carolina 
North ota 
Ohio. . 
Oklahoma 

n. 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee. . 
Texas.... 
Utah.... 
Vermont 
Virginia 
Washington 
West Virginia 
nsin . 

Wyoming. 
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175.998 |000 


"40,278,000 
179 ,004 ,000 
13 ,930 ,000 
42 815 ,000 
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52,366,000 
29 . 473 ,000 
70 , 127 ,000 
8,951,000 


‘812. 
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10,150,000 


. 574,457 ,000 


_ 


7.535, 
948,700, 
117,800 


"101,000 


| +4++1+4+++4+4+4+44+4 | 


Total 47 States and D. of C. 526 ,665 ,000 8,378,331 000 122, 000 
Daily Average : : 126 ,000 ,000 , 400 ,000 
Change from previous year: 

Total change....... +148 , 334 ,000 +152 , 422 ,000 
tIn general, these figures include all guecline sold or consumed within the confines of the: state, regardless of whether it was for a taxable or nontaxable purp 
tThese are state tax rates per gallon. In addition there is the federal tax of 2¢ per gal. 

*Gain was less than 1/10 of one percent. 


(a) Not reported at time of publication. 


+4 
ee 
ee 
rr 


June 2, 1954 + NATIONAL PETROLEUM NEWS 





"Ze@nhe - : : interpreting the oil news 


Midwest 


By Leonard Castle 


NEW HORIZON 


One of our most interesting assign- 
ments in many a month was digging 
into the rapidly developing new use 
for fuel oil trucks and drivers—the 
spraying of lawns and gardens with 
liquid fertilizers. (See p. 20 for full 
details. ) 

The story built up so quickly that 
it was difficult to keep abreast of the 
fast moving details. What you wrote 
this week became outdated almost 
over night and was superseded by 
more important developments next 
week. 

But, we believe that the story in 
this week’s issue contains all the basic 
and fundamental information needed 
at this time by any oil marketer think- 
ing of entering the new type of 
operation. 

It was late in March, little more 
than two months ago, that we bumped 
into William F. Schierholz, Jr., vice 
president and general manager of the 
Fuel Oil Co. of St. Louis, who men- 
tioned that the company had decided 
to become a pioneer among oil job- 
bers in experimenting with fuel oil 
trucks for fertilizing lawns. 

We wanted to rush down to St. 
Louis immediately to get the details 
but Schierholz said we'd better wait 
until the company had gained some 
experience and knew more about the 
venture. At that time they hadn’t fer- 
tilized a single lawn or garden yet 
and had only a handful of customers 
signed up. 

But NPN carried an item April 7 
on its Ahead of the News page re- 
vealing what the Fuel Oil Co. was 
planning. As a result, Schierholz was 
swamped with inquiries and within a 
short time more than 100 other job- 


bers in all parts of the country*tad" 


decided to enter the new business. 
By the time we visited Schierholz 
in St. Louis the middle of May to 
obtain details of the new venture, he 
had signed up more than 300 custom- 
ers, had converted two tank trucks, 
and’ had fertilized enough lawns to 
have some good ideas on how the 
program was going to work out. 
Exactly seven days later, having 
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written our story on the new opera- 
tion, we telephoned Schierholz to 
check back on a couple of points. It 
was then we learned that during the 
intervening week since our conference 
in St. Louis, Schierholz had decided 
to haul in a transport load of the 
liquid concentrate from Chicago and 
the transport already was on its way 
from St. Louis. This new development 
necessitated an overhauling and rewrit- 
ing of our original story. 

It's a Natural—There appears to 
be little doubt that the liquid fertilizer 
program is about the hottest thing to 
hit the fuel oil marketing business 
since home-owners began converting 
from coal many years ago. We've 
talked with numerous jobbers who de- 
cided within the past few weeks to 
enter the liquid fertilizer field and 
they feel the same way about it. It’s 
possible that a revolution in fuel oil 
distribution is in the making. 

The fertilizer business has a natural 
and easy-to-accomplish tie-in with fuel 
oil distribution. It comes at a time of 
the year when trucks and drivers have 
little or nothing to do. The same 
equipment and personnel is used. The 
capital investment required is com- 
paratively small. There are profits to 
be earned. 

It is possible that over a longer 
period of time, and as additional job- 
bers enter the field, some heretofore 
undiscovered snags will develop to 
becloud today’s bright optimism. So 
far, they haven’t appeared. 

One of the snags that might de- 
velop—price cutting—is as old as oil 
marketing itself. Jobbers who have 
gone into fertilization feel that the 
suggested resale price schedule (as 
listed on p. 22) is fair for themselves 
as well as the consumers. But they 
are realistic enough to fear that, as in 
oil distribution, prices will be shaved 
and competition become keener as 
more and more jobbers begin fighting 
for customers. 


Change in the Line-up 


H. F. Horning, secretary of the 
Northwest Petroleum Assn., has re- 
linquished, temporarily at least, his 
duties as chairman of the Fuels Policy 
Committee of the National Oil Job- 
bers Council. This move was necessi- 
tated by the fact that the NOJC meet- 
ing at . Skytop, Pa. June 14-16 
conflicts with Northwest’s previous- 
ly scheduled summer conference at 
at Breezy Point, Minn. 

Under Horning’s direction, the com- 
mittee drafted a program pointing 
the way for local oil men to conduct 
advertising campaigns aimed at show- 
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ing the consuming public why fuel 
oil ‘is a better heating fuel than 
natural gas. 

Succeeding Horning as chairman 
will be Miles Schermerhorn, president 
of the Illinois Petroleum Marketers 
Assn. 


Atlantic Coast 


By 
Raymond E. Bjorkback 


Enterprise Essential, Too 


The program undertaken by the 
National Oil Jobbers Council to help 
jobbers step up their efficiency has 
drawn applause coupled with an ad- 
monition from Empire State Petrole- 
um Assn. quarters. 

“It takes more than efficiency to 
meet and keep out in front of com- 
petition,” observes an editorial in 
the association’s monthly publication. 
Then it adds: 

“At least equally important is that 
unmeasurable element known as imag- 
ination, enterprise, or whatever you 
call it, that has been a decisive factor 
in the organization, growth and suc- 
cess of every American business, no 
matter how large or small.” 

Declaring that the successful busi- 
ness man does more than meet com- 
petition, the editorial notes that “the 
fuel oil distributor is finding that the 
best way to maintain and increase his 
business is not to fight natural gas, but 
to find ways and means of giving the 
best possible home heating for the 
money and then to sell home heating 
with oil on its merits.” 

“In gasoline marketing,” it con- 
tinues, “some marketers have been 
criticizing the major companies for 
building too many service stations. 
Doubtless in some areas there are too 
many stations. But population statis- 
tics, better highways and higher stand- 
ards of living tell us that we can ex- 
pect more and more automobiles on 
the roads every year with a concomi- 
tant continuing increase in gasoline 
demand. 

“The forward-looking gasoline mar- 
keter considers where the demand can 
be expected to increase in his particu- 
lar area and is on the alert to obtain 
desirable locations and expand into 
such areas. Such a marketer is out not 
enly to get his share of the natural in- 
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crease in demand—6.5% for New 
York state in 1953 over 1952—but to 
increase his sales by a greater percent- 
age if possible. 

“Carrying out of NOJC’s long-range 
program to make the jobber-distribu- 
tor the most efficient and economic 
method of wholesale distribution can 
tremendously enhance his role in pe- 
troleum marketing, but the successful 
jobber-distributor will also remember 
that there is another side to the coin, 
and that is a moving forward on the 
basis of analysis and imagination.” 


Bonus from Stations? 


The New York Thruway Author- 
ity’s revenue from service stations is 
going to be higher than the Authority 
originally estimated if its expectation 
is realized that the toll road’s 27 sta- 
tions will average 1,000,000 gal. a 
year. 

Cents-per-gallon bids, now all in, 
were at least 1¢ higher, on the average, 
than expected by the Authority. They 
ranged from 6.51¢ to 8.03¢, for an 
average of 7.065¢. 

At 1,000,000 gal. annually per sta- 
tion, just 7.06¢ would amount to $1,- 
906,200. That’s $286,200 more than 
6¢ would produce. 

If the stations average 750,000 gal., 
the $40,000 minimum payment per 
station required (when the Thruway is 
open all the way from New York to 
Buffalo) appears not to be excessive. 

That will bring a total of $1,080,- 
000, compared with $1,429,650 for 
750,000 gal, at 7.06¢. 

However, should one of the lowest- 
rental (6.51¢) stations do only 600,- 
000 gal. this would produce just $39,- 
050, and the $40,000 minimum would 
be a little too large for comfort for the 
operator. 

In addition to the gallonage rental, 
operators must pay the Authority 
10% of gross on other sales and 
service. 

And winter could bring relatively 
slim pickings for some stations, since 
they'll depend heavily on vacation 
travel. 


Mr. Taxoline Returns 


If a 50% hike in New York State’s 
4¢ gasoline tax becomes a reality, it 
won't be because the marketers at the 
recent Empire State Petroleum Assn. 
convention weren't alerted to the 
danger. 

The New York Petroleum Indus- 
tries Committee spotlighted the tax 
problem with a contest that had con- 
vention-goers asking each other: 

“Are you Mr. Taxoline?” 

If the man so addressed asked, 


“What's 2¢ to you?”, then was told, 
“$58,000,000,” and could show a cer- 
tain money clip to identify himself, the 
questioner got one of six prizes. 

Fifty-eight million is about what the 
2¢ increase would amount to in a year. 

Six men, secretly designated, func- 
tioned as Mr. Taxoline on a staggered 
schedule in NYPIC’s revival of this 
character after a lapse of five years. 
The name, of course, comes from the 
APIC slogan, “With such a tax on 
gasoline, why not call it taxoline?” 

Copies of a pamphlet on the tax 
proposal and a contest instruction leaf- 
let were distributed at an exhibit. 
Here, other aspects of the tax proposal 
were underscored: 

“It means a 10% loss in gallonage! 

“It means more diversion of road 
taxes!” 

Here also was a gasoline pump with 
the flashing message, “The world’s 
busiest tax computer,” and the ob- 
servation: “You get your money's 
worth on the ‘gas’ . . . but not on the 
TAX.” 


Pacific Coast 


By Charles N. Pollak 


Richfield Tries ‘Dirty Dan’ 


“Dirty Dan,” in the words of a com- 
pany communique addressed to more 
than 3,800 independent Richfield deal- 
ers, “is a shady sort of guy . . . he’s 
found only in those places where there 
is dirt .. . only in places like restrooms 
that need plenty of cleaning.” 

Dan represents the mildly punitive 
part of a determined drive to insure 
that Richfield restrooms are second to 
none in cleanliness. More than a mere 
symbol, he exists as an evil-looking, 
pot-bellied imp 4'% in. tall, with the 
face of a devil and short legs immersed 
in a puddle of black liquid. 

In sticker form he is apt to turn up 
on the wall of any Richfield restroom 
where conditions do not conform to 
the high standards of cleanliness set by 
Richfield’s brand-new sani-clean rest- 
room program due for launching this 
month. 

The public won’t know what Dirty 
Dan means, but Richfield has seen to 
it that its dealers will recognize him as 
a not-so-subtle hint that something had 
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better be done about that restroom. O! 
course he will only be used as a last- 
resort remainder that a given restroom 
is unsatisfactory. And he will be affix- 
ed—anoymously—only by key district 
and division personnel. 

Of greater significance to dealer 
profits than Dirty Dan are the positive 
aspects of Richfield’s program. The 
company’s aim is to build transient 
business by making sure that the mo- 
toring public indentifies Richfield sta- 
tions with immaculate restrooms. 

The campaign is predicated on the 
Du Pont service station survey finding 
that about a third of all motorists on 
the road seek out stations where they 
think they can find clean restrooms. 

Richfield is prepared to designate 
every qualified outlet as a sani-clean 
station. This means that the dealer is 
entitled to display a directional-type 
sani-clean sign on his building where 
the motorist at the island can easily 
see it. The blue and white sign, shaped 
like an arrow, points to the restrooms 
and Richfield says it’s the only direc- 
tional-type restroom sign in the 
business. 

To merit the sign, the dealer must— 

. Keep restrooms unlocked at all 
times during business hours. 

. Keep restroom supplied with tis- 
sue, soap, towels, etc. 

. Keep. walls, fixtures and floors 
clean. 

. Order and use a unique sani- 
clean kit that contains all clean- 
ing material in a compact two- 
shelf carrier. 

. Maintain a supply of customer 
reaction postcards with his im- 
print on them in special rack. 

Since the company can’t permit a 
sub-standard station to keep the sign, 
withdrawal of signs and postcard racks 
will be a first warning to dealers that 
they’re slipping. After that, if there's 
no improvement, comes Dirty Dan. 

Richfield is introducing the program 
to three different audiences. First, it 
is sending a series of letters to the 
dealer inviting him to hop aboard the 
cleanliness bandwagon. Second, it is 
addressing two letters to the dealer's 
wife which suggest that she cast a 
critical housekeeping expert’s eye at 
the restrooms. Third, its advertising 
will urge customers to look for the 
sani-clean sign. 

The dealer promotional material 
emphasizes that maintenance of ex- 
ceptionally clean restrooms can in- 
crease business by as much as 20%. 

It all adds up to the fact that Rich- 
field, like every other oil company in 
an era of increasing competition, is 
taking no chances on not holding and 
increasing its share of the market. 
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Crude, Refined Oil Markets Mostly Easy 


It may have been the case of the tail wagging 
the dog last week; nevertheless, oil attention was 
diverted, temporarily at least, from status of fin- 
ished products to an unsettled condition in crude 
oil prices (see stories p. 57, 59). 

Against a backdrop of nervousness stemming from “too 
much” crude oil in some producing areas, price cutting in 
interior gasoline markets seemed almost of secondary im- 
portance. Nothing new developed in coastal distillate mar- 
kets, which were still marked by continued weakness, dis- 
counting and unsureness on the part of marketers. 


Discounts of up to 0.5¢ on both regular and premium- 
grade gasoline continued to be a sore point with principal 
shippers in the Great Lakes Pipe Line. A number of them 
began to take a positive stand against meeting these dis- 
counts, especially where they affected branded customers. 
With the product’s principal consuming season at hand, 
suppliers pointed out that normal pipe line terminal prices 
are “0.5¢ over delivered costs.” Some felt that once “de- 
murrage” gasoline in the main products lines was worked 
off, it would not be long before prices righted themselves. 
In their favor was a 1.2 million-gal. drop in stocks in a 
week’s time, 3.5 million-gal. drop in one month. 

One of the most disquieting developments in interior 
product markets was the pressure created on heavy fuel 
prices by Wyoming/Montana offerings of No. 6. Whole- 
sale prices in Chicago District bowed 0.1¢ to this competi- 
tion and marketers of heavy fuel said low prices on material 
originating at Rocky Mountain points also were being felt 
as far east as Wisconsin—the “natural” marketing area for 
material originating in Mid-Continent and Chicago. 

Softness in light fuel oils was widespread in principal 
markets east of the Rockies. On the bright side, however, 
was 10,000,000 to 15,000,000-gal. contract for Diesel fuel, 
No. 2 fuel and No. 5 fuel awarded to Roosevelt Oil & Re- 
fining Co. by Merritt-Chapman & Scott Corp. for building 
of substructure of $100 million Mackinac Straits bridge. 

While prices were not disclosed, Roosevelt said that net- 
backs will be somewhat above average for these grades. 
The contract, Roosevelt said, includes use of special equip- 
ment needed on subsurface work. Shipments will extend 
over the next three summers. 

At New York harbor, traders said it was almost impos- 
sible to attract a spot barge buyer of No. 2 fuel. With “dis- 
counts” no greater than 0.2¢, it would pay a buyer to take 
material from his regular supplier, thus conserving cash by 
waiting for Oct. 1 billing. 

In a retail price war spot at Providence, R. I., Socony- 
Vacuum advanced its dealer tank wagon posting on regular- 
grade gasoline 1.6¢ to 15.5¢, effective May 25. Two other 
suppliers similarly boosted their dealer prices. A third said 
he had discontinued 1.6¢ “voluntary allowance” off his 
15.5¢ “normal” posting. 


Pump prices generally were unchanged, despite increases 
in dealer prices, and regular gasoline ranged from 15.9¢ to 
17.9¢ for major brands. Private brands were retailing at 2¢ 
below majors. Above prices do not include 6¢ state and fed- 
eral taxes. 
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Gulf Coast 


Two Cargoes Sold To Canada 


The sale of two cargoes of distillate fuel oils to a buyer 
in Canada featured trading at the Gulf the past week. The 
market generally was extremely slow, as far as spot busi- 
ness was concerned. Refiners seemed disappointed over 
the scanty inquiries for gasoline, and No. 2 demand from 
the U.E. East Coast was negligible. 

Sales of two cargoes, each part stove oil (kerosine) and 
No. 2 fuel, to an eastern Canadian buyer were reported, 
although the prices were not revealed. It was said, how- 
ever, that the No. 2 fuel in each lot probably carried the 
full (8¢) price, for the material was to be especially low- 
pour-test, and also contain a Diesel index. 

Trading otherwise was in the doldrums. Refiners ap- 
peared to be losing out on some sales to the upper Mid- 
west because of low-price gasoline coming out of the Great 
Lakes Pipe Line. At least, several of them said that demand 
for regular-grade has been a disappointment so far this 
year. 

The only product that was described as “in strong 
hands” was bunker “C” fuel. Aviation gasoline prices also 
were steady and mostly firm despite 0.5¢ reductions posted 
for most grades in the Caribbean. 


Atlantic Coast 


Companies Offer Price Protection 


Price protection plans offered by four more major mar- 
keting companies—Socony-Vacuum, Sinclair, Atlantic, and 
Sun—to their eastern heating oil customers this summer 
constituted the main marketing development along the sea- 
board the past week. Trading was almost at a standstill, and 
prices generally were unchanged. 

With “discounts” no greater than 0.2¢ off the New York 
barge price for No. 2 fuel, rumors of possible further adjust- 
ments in prices, plus announcements of summer price 
protection, there was practically no interest shown in spot 
No. 2 fuel. May has been “good month” for heating oils 
sales, however, because above-normal degree days offset 
April’s loss. 

Some easiness remained in spot terminal and refinery 
prices. At New York harbor, reports indicated gasoline 
can be bought at prices down to 11.75¢ and 11.5¢. Gasoline 
sales this month have been disappointing due to rainy 
weather. 


While no changes were reported in residual prices, there 
were unconfirmed reports that spot No. 6 probably could 
be had in barge lots at New York harbor down to $2.15 bbl. 

Cut in haulage rate resulted in net price reductions to 
industrial customers in Philadelphia and Camden amount- 
ing to about 0.13¢ gal. on No.6 fuel. Buyers formerly 
paying 5.69¢ gal. delivered now are paying 5.56¢. 
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Chicago District 
Residual Fuels Cut 0.1¢ 


Heavy fuel prices dipped 0.1¢ in Chicago District last 
week under pressure of offerings from the Rocky Mountain 
area. Light fuels were quiet and subject to shading in 
amounts up to 0.375¢. Gasoline prices showed no im- 
provement, demand routine. 

General cut in heavy fuel prices by principal local sup- 
pliers lowered range lows 0.1¢ for all four grades. No. 5 
low-sulfur fuel ranged from 6.7 to 7.05¢; No. 5 high- 
sulfur, 6.7 to 6.95¢; No. 6 low, 5.9 to 6.05¢ and No. 6 
high, 5.7 to 5.95¢. Low offerings of No. 6 fuel from the 
Wyoming/Montana area were 5.75 to 5.8¢, delivered cus- 
tomer’s siding, including 0.25¢ brokerage. 

Gasoline was available at river terminals at “shaded” 
price of 11.75¢, 12¢ at Franklin Park terminal of Great 
Lakes Pipe Line. General quotations for gasoline were un- 
changed at 11.875 to 13.35¢, FOB Chicago District. 

“Lowest price in town” for No. 2 fuel was 9.375¢; 
general quotations ranged from 9.75 to 10.35¢. 


Midwestern (Chicago-E. St. Louis Area) 
Suppliers Fight Discount Gasoline 


While no supplier seemed able to learn total amount of 
gasoline to go on demurrage June 1 at Great Lakes Pipe 
Line terminals, they continued their uphill fight against 
effect of “low” pipe line and river terminal offerings in 
“touchy” spots in their marketing areas. 

Unrest in gasoline prices centered around fact that large 
shippers were refusing to meet 0.5¢ discount prices fre- 
quently quoted by brokers for regular and premium-grade 
gasoline at GLPL terminals. In some cases, these refiners 
“went along” up to 0.125¢ and 0.25¢ where customers 
furnished “positive proof” of low gasoline quotations. 

Another sore point with a number of Midwest refiners 
was the relentless pressure of low-cost Wyoming/ Montana 
No. 6 fuel in Wisconsin and northern Illinois—considered 
the normal marketing area for material originating in 
Chicago and the Mid-Continent. 

Light fuels were quiet and supplies were low at GLPL 
terminals. Offerings for tank car shipment remained soft, 
but still not competitive with pipe line prices in most 
instances. 


Mid-Continent 


Improvement in Gasoline 


The gasoline picture was looking up in the Mid-Continent 
the past week, with the start of wheat harvesting season in 
Central Texas and Southern Oklahoma. There was little 
change, however, in supply and demand status of other 
refined products, and few price changes were reported. 

Refiners generally found gasoline moving well, both 
locally and at northern pipe line terminals. With the 
harvesting season expected to move northward at rate of 
about 100 miles per week, the majority of refiners said 
demand should reach its peak by early June and remain 
good through July, at least. 

But gasoline stocks were still high, causing a few “weak 
spots” in the price picture. As one refiner said, “with- 
drawals are pretty fancy now, but they have to be con- 
sidering the stocks we have on hand.” 

Residual fuel remained in light demand, but several 
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traders said “distress offerings” had dried up. Refiners 
continued to quote upward from $1.05, group 3, to the 
general trade, while material was available to tank car 
marketers at $0.90, group 3, for resale. 

Lubricating oils were slow, although prices were steady. 
Distillate trading continued at pretty much of a standstill. 


Central Michigan 
Crude Prices Cut, Products Static 


Simrall Pipe Line’s lead in cutting prices 12¢ on the 
crude it buys, was feature development in Central Michigan 
last week. Except for seasonal rise in gasoline and falling 
off of distillate fuel shipments, products generally were 
static. Position of heavy fuel still was mixed with reports 
generally reflecting individual refiner’s supply position and 
number of “low” quotations by competitors. Prices were 
unchanged for all products. 


Western Penna. 


Lube Oil Prices Drop 1-2¢ 


Lubricating oil prices dropped late last week as refiners 
generally cut 2¢ for neutrals and 1¢ for bright stock. The 
reductions followed reports by traders that prices could be 
shaded on all orders “of any size.” The new quotations 
ranged upwards from 18¢ for 200 vis. 25 p.t. neutral and 
up from 15¢ for 25 p.t. bright stock. 

The lube market remained very soft, with unconfirmed 
reports of “big chunks” of neutrals and bright stocks mov- 
ing at as much as 1¢ under the new lows. Otherwise trad- 
ing in base stocks was very slow. 

Petrolatums remained very firm, with sharp foreign and 
domestic demand and light refinery runs causing a tight- 
ness of supply in the refined grades. 

Gasoline was “moving well,” refiners said, though in- 
ventories were slightly higher than last year at this time. 


Crude Markets Weak, But Stable 


Mid-Continent and Southwest crude oil prices are at 
their highest—and weakest—in recent years. And now 
the question is coming up: Will they be able to hold? 

Southwest oil men have been looking nervously over 
their shoulders at last week’s 25% drop in prices for Penn- 
sylvania crudes, plus the 12¢ drop in Michigan prices. 
And they don’t like the soft spots they see in their own 
territories—in the Rocky Mountains, in southern Okla- 
homa, and even at the Gulf. 

There’s a lot of conversation about “off” prices, too, and 
it’s not all talk. 

Here’s what makes oil men nervous: 

—At the entrance of the Platte Pipe Line, in Wyoming, 
“discounts” of 95¢ and $1.00 off so-called “posted” prices 
can be found easily by enterprising refinery-buyers. 

—Rocky Mountain crude oil reserves are skyrocketing 
—much faster than the local development of refineries 
and pipe lines. That lengthens pay-out periods on new 
drilling. Some producers are willing to take half a loaf 
rather than none, sell at “off” prices. 

—In southern Oklahoma, there’s 15,000 b/d of crude 
looking for permanent home. It’s been offered throughout 
the Mid-Continent, at the Great Lakes, and right now it’s 
being “swallowed reluctantly” by big producer-buyer in 
Texas. 

—And, what makes oil men extremely anxious, some 
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Summary of Gasoline Prices (May 25 through May 31) 
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92 Oct. (rem rem.). 15.15-16.4 15. 15-16.4 15. 15-16.4 15. 15-16.4 
SPE: EET LENG eeocere veces + wiper)’ Seeeal 13.9(2) 13.9(2) 13.9(2) 13.9(2) 
Westera Penna., Oil ere 
92 Oct. (Prem.). Ps see eterens 14. 75-16 .25 14. 75-15 .25 14.75-15 25 14.75-15. 25 
86 Oct. (Reguiar)... becieie aaie saab oede 18. 75-14 18. 75-14 18. 75-14 13.75-14 
Western Penna., Sapeianetie 
92 Oct. (Prem.). eel 5.5 15.5 15.5 15.5 
Oe DMO ck., Juliana: anal bars © <ewsnel haa wes is: 15 18.75 13.75 18.75 


*Platt’s Oilgram Price Service not published o on : Mey 31 (Memorial Dav). No prices availabie for that date. 





of the choicest, sweet, Gulf coastal high-gasoline-yielding 
oils can be gotten—not at outright cut prices—but with a 
“shading” here and there on the barging, particularly if 
the production is poorly located for refineries on deepwater. 

If, with all this, oil men don’t think crude oil prices 
generally are headed for a fall, at least they'll admit that 
quiet, but basic, changes have taken place in the nation’s 
oil markets. 

—Take a look at the 1948 producing-day schedules for 
many fields in Texas—366 days (that was a Leap Year). 
This year, many producers of Texas oils will be lucky to 
get 225 days of production. 

—Go back 20 years and notice that crude oil prices 
changed half a dozen times a year. Since end 1947, there 
has been only one basic change in Texas and Mid-Con- 
tinent oil prices, and it’s apparent that much greater sig- 
nificance is given to a change today than in other years. 

—And you don’t have to go back that far for changes. 
Walk into any major oil company and ask for Conroe oil, 
Hackberry, Webster, Willeamar, and you're likely to get 
it. A year and a half ago the request would have been re- 
ceived with polite surprise. Only last month, a major net 
buyer of crude oil turned around and sold off four cargoes 
of Louisiana mixed crude, all desirable grades. 

That’s why oil men say that it’s so hard to tell whether 
crude oil prices, now easier than they've been in years, 
will stand or fall. But mostly they think prices will hold. 
Conservative estimates say that currently about 25,000 b/d 
of crude are moving at “below posted” prices. This isn’t 
bad, oil men think, for as much as 100,000 b/d (in mid- 
1939) moved below posted without a general break. 

On two points oil men seem in agreement: (1) it will 
take tremendous supply pressure to break the U.S. crude 
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price structure, and (2) the crude price question and the 
imports question are closely related. 

Supply pressure of crude oil can build up rapidly. With 
1,000-odd producing fields in the nation, and roughly 
100,000 miles of main crude transmission lines, an over- 
age of crude in one area quickly is felt in all areas. If a 
certain type crude is “long” in Chicago, it won't take 
much time before that same type oil is “long” in Houston. 

Biggest supply pressure oil men see on horizon is dis- 
placed production in Oklahoma. Oklahoma is losing sales 
to Canada, stands to lose more if Western Canadian prices 
slip, as many observers think is necessary to fill out exist- 
ing Canadian pipe lines to Vancouver and the Great Lakes. 
(Interprovincial’s capacity now is 100,000 b/d, could 
easily be stepped up to 300,000 b/d. 


The current 15,000 b/d overage in Oklahoma came 
about when Canadian buyers recently cut back their pur- 
chases of this oil. And, at the Great Lakes, Oklahoma 
oil may lose out to Wyoming oil, for Wyoming's produc- 
tion rate is low compared to its reserves, and that state 
is looking for outlets. Michigan is feeling Wyoming oil, too. 

That’s the gloomy side of the question. Looking at it 
another way, producers say the question boils down to: 
What company would cut the price of crude in Texas 
or Mid-Continent area? Maybe it’s wishful thinking, but 
producers add they can’t think of any company. Certainly 
not the big importing companies, for they themselves have 
large U.S. reserves at stake, not to mention huge foreign 
assets which almost surely would suffer pricewise if 
domestic prices fell. 

How about the Gulf Independents? They've had to sell 
gasoline this year as low as 9¢ and No. 2 at 8¢ looks 
weak. But apparently if Gulf Coast Independents have 
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NPN Gasoline Index 


(cents per gal.) 
Dealer T.W. Tank Car 
May 28 ... 16.14 12.36 
Month Ago ... : 16.03 12.38 
Year Ago 15.38 11.80 


Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











considered reducing their crude oil purchase prices, they've 
rejected the idea to date. Instead, one Independent ar- 
ranged for import of “cheap” Wafra crude from Middle 
East, and another from Mexico. A third says he'll be 
bringing in Mexican crude in near future. 

That leaves one large class of crude oil buyer—the big 
purchaser of U.S. crude who has scanty or no foreign pro- 
duction, and includes five major marketers. A cut from 
this source is not yet a likely chance, producers say, for 
there are many crudes which, because of location or 
special qualities, still cannot be bought freely. Any com- 
pany cutting prices would be sure to lose valuable purchase 
connections. 

So, oil men worry the question, and come up with 
answer that crude prices probably will hold at $2.90 for 
top gravity Texas, Mid-Continent and Rocky Mountain 
oils. But, as it stands now, prices will be easy for a long 
time, and producing-day schedules will be greatly cur- 
tailed indefinitely. 

One hopeful sign is that special session of legislature 
may be called in Wyoming to set up pro-rating practices, 
and well spacing. This would cut down considerably the 
threat of “cheap” oil from that rich producing center. 


Simrall Cuts Michigan Crude 12¢ 


Simrall Division, Roosevelt Oil & Refining Corp. said, 
effective May 29 a.m., it was reducing prices it pays for 
Michigan crude by 12¢ bbl. Simrall buys approximately 
35% of state’s total crude porduction and is largest single 
purchaser. 

J. E. Boudler, president of Roosevelt and Simrall, called 
the cut an economic necessity because of disparity in prices 
between local crudes and delivered-in-crude prices from 
other crude producing areas. 

Boudler said at time of general crude advance of 25¢ on 
June 15, 1953, Michigan crude went up an average of 30¢. 
Again, late last year tariffs fixed on out-of-state crude 
shipped in by Michigan-Ohio Pipe Line had the effect of 
cutting outside crude 10 to 15¢ per bbl. “Since then,” he 
said, “Michigan crude at $3.52 a bbl. has given way to IIli- 
nois crude at $3.40 bbl. and to E. Texas production deliver- 
ing at an even lower price. In last 90 days, he added, 
Simrall has had to make reductions of 5¢ to 15¢ on some 
of the crude it sells in order to move it.” 


lron Curtain ‘Gas’ In Swiss Price War 


Gasoline from Romania, behind Iron Curtain, is respon- 
sible for price cutting in Switzerland that started early this 
year and continues to present. 

History of price war is as follows: Early this year, Erpag 
A. G., Independent gasoline distributor in Basle, started 
selling regular-grade (83 oct.) at 57 centimes per liter, the 
price down two centimes from that of other distributors. 
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Explanations of Price Tables 


The reader's attention is directed to the follow- 
ing explanations which apply to the summary of 
daily gasoline prices appearing on page 58 and the 
price tables appearing on pages 6-66 of this issue. 

The letter “x” indicates a change in prices. If 
the change is on the low of the price range, the “x” 
is adjacent to the low; if the change is on the high 
of the price range, the “x” is adjacent to the high; 
a change from flat price to a higher or lower flat 
price, or elimination of the low of a price range, is 
indicated with an “x” to the left of the new price; 
elimination of the high of a price range is indicated 
with an “x” to the right of the new price. 

Parenthetical figures indicate number of compa- 
nies quoting when two or more companies quoted 
the price shown. In the Gulf Coast cargo table on 
p. 56 all prices reported are shown. In all other 
tables, only the lows and highs of the ranges of 
prices are shown; No attempt is made to show 
prices within the lows and the highs, and there- 
fore no attempt is made to indicate the number of 
companies contracted for prices for each product. 
Nearly 200 primary suppliers (refiners and tank 
terminal operators), plus an even larger number of 
other sources (jobbers, compounders, consumers, 
distributors, brokers, tank car marketers, etc.) are 
contracted for prices at regular intervals. 











In March, Swiss Gasoline Union, representing the larger 
distributors, also cut to 57 centimes. Subsequently, how- 
ever, Erpag went to 55 centimes, and Swiss Union has not 
yet met this price cut in full. In areas where Erpag pumps 
are represented, Swiss Union price is 55 centimes; in other 
areas, 57. Premium gasoline (90 oct.) prices mostly are 
62 centimes per liter. One centime equals 0.23¢. 

Low-price gasoline to start the war came from Romania 
through a barter agreement. Deal was concluded through 
large Swiss company, Ciba Ltd., which gives chemicals to 
Romanians in exchange for motor fuel. 


Suez Trade Still Affected By Iran 


Ratio of oil to total merchandise shipped through Suez 
Canal has not yet recovered from nationalization of Iran 
in 1951, according to “International Petroleum Trade,” 
publication of Bureau of Mines. Oil trend is upward, how- 
ever, and shipments increased 13.6% between first and 
second halves of 1953. 

Oil shipments account for about 60% of t<tal shipments 
through Suez. Were it not for nationalization of Iran, ratio 
would be up to 70% by this time, B of M publication 
estimates. 

Low ocean freight rates will increase use of Suez for oil 
transport. More oil now is going through Canal from Mid- 
dle East to the West than through pipelines to eastern 
Mediterranean, and this trend is aided by increasing size 
of tankers, the largest using Suez in 1953 being the TINA 
ONASSIS carrying 251,298 bbls. 





Crude Oil Prices 


For changes reported in crude oil prices this week, 
see story on Simrall cut, this page. For complete 
crude price schedules see May 26 NPN, pages 50, 
56-57. 
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in effect May 28 at Refineries and Terminals 


CALIFORNIA 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 


Sit 26-11 3760 


10 .25-10.625(8 





11.75-18 
10. 75-11 .875(2) 
10. 26-10 .625 


ARK, (For kale to Ark. & La. 


jie 6-15. 62) 


17.85-18.6 
15 .85-16.1 


11.25-11 .5(2) 
10.5 


10.5-11 
10. 15-10. 75(2) 
10.15 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. —. 


on. 15-12 
0.55 


it: 15-11 .85 
(8)10. 1§-11.1 
10.15-11 


(FOB Central Michigan refineries.) 
12.3-12.8 
12.65-13.1 


12.8-12.8 
11.8-11.8(2) 
8.25-10 * 
7.25-8 .25(2) 
1-7 .5(4) 


bee (Group 3 basis) 


15.15-16.4 
18 ,.9(2) 


14. 75-15 .25 
18.75-14 


42-44 
68 & above Di. Diesel . 


“: faie-ate-s 816-9. ize) 


40-43 w.w. 
Light fut 
Diesel fuel 


. (299-9.7 
$1. 25-1. 15 


fuel ).. 
Stove dist. @s 100).. 
Los — Dist.: 


40-43 WLW... eee eee eeee ans, £36. 3 
Heavy fuel (PS 400) 


E. TEX. onesege transport lots) Light fuel (PS 300) 
ey Re --@9,5-9.15(2) Diesel fuel (PS 


Stove dist. (PS 100) 
$1. '80-1.60(2) 


CENT. W. TEX. (Truck transport lots) 


KANSAS (For Kansas destinations only 
42-44 W.W.. 2. cee eeees 


D.1. Diesel . 
CENTRAL MICHIGAN 4 é se DL Diesel . . 
No. 1 fuel 


(FOB Central Michigan refineries) 


ats: -6-14.75(2) 
18 6-18.75 


Prices & herewith eo aa Breanne | sae Platt’s OILGRAM Daily Oil 


Price Service, Nati Pet: 
resentatives “in, all NPN-OILGRAM: Siies ay By H.-H - 


to oil nieery prices everywhe 
F~—y in tables are sales pelene or quotations or general offers 


or posted prices by refiners, by pipeline terminal rators, and b 
tention terminal operator:; for mn | . and shipments; for the busl- 
ness day or period stated; except Tank Wagon prices, prices ore <1 
bulk lots such as tank car, truck transport, barge; grwene soe ; oe 

or cargoes or truck transport lots only, so designa’ TOR 
Gneries or terminals; in tame i cen gal., except 


r bbl. go - By Ae 
+ wax and 


for crude oil a — Fy rod a eh RK. 8 nae 
he proanete u 

ported as received es TLckaM: ve National Petroleum News but not 

@uaranteed; fcr subscribers’ private use only and not for resale or 
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Natural Gasoline 


(Group 3 & Ry prices are to blenders 
on freight basis shown below. Shipments may 

originate in any Mid-Continent manufacturing 
district.) 


-- (8)9.875-10. ss 


9 125-987 FOB GROUP 3 
\ (2)9. 125-9. a8 (Quotations) 
(8)9 125-10 25 


$1.65 
$1.20-1.40(2) (Quotations) 


distribution or Bae ny wlhhell. ‘suoes periods of short supply, some sellers 
of arin prion hel cvs ONL GRAM. the rican they etherwlet 

posting rm pri _ give prices 

would quote to the trade in general and which they confine to their 

regular customers onl a | a — ys in the price tables 

Gasoline ratings are by ASTM and are — 4 

ratings, except where letter M is oon to ray =~ that octane rating is 

by ASTM Method. For further details of price conditions poly 

a any NPN-OILGRAM office or see back of any OJILGRAM 

rvice in 


For complete orice service delivered daily from nearest OJLGRAM 
publishing "office, York, Chicago ro f Houston, address Platt’s 
OIL ‘330 W. 42nd St, New York 36, N.Y. Annual 
Subscription rate in v : $150 per year, payable in advance. 
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Lubricating Oils 


WESTERN PENNA. 


AB ny Bn By aac 
ported, to jobb 





Viscous Neu’ are. ot Vin & te F- 200 
Vis. (180 at 100°) 420 425 fi. 


2-8 (Vis. at 100° 


Neutral Oile—-Vis. at 100°; 95 v.i.; 0-10 p.t. 


&. TEXAS (Truck Trnspt. lots) 
(2)14.5-15(8) 

(2)16-15 .75(8) 

(2)15 .6-16 .25(8) 

(4)17-17.5 


F. FOB 8. Tex. refineries for @ 


mestic and/or export shipment.) 


PALE OILS: 
100 
200 
18.5 
17.5 
(2)15-16(4)x 


(2)11-12x }} 

(2)12-18x * 

(2)18.5-14.5x 
15(3) 


MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic shipment foo 
ey Stocks, vis. at 210° Neutrals, vis. at 1 
P. Pp. 


Bright Stock—Solvent 
160-160 vis. 0-10 p.p., 
95 vi. 


Neutral Oile—Solvent{ (95 v.i.) 


170-180 vis. (3 )16-16.5(3 
200-210 vis. (3)16.25-16.75 (3) 
(3 )16.75-17.25 (2) 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 


Bright Stock—Vis. at 210° 


V.M.&P. naphtha 
Minera! spirits & 
= | vis., 0-10 pour test, 


— of 8.0. Ohio for delivery Ohio 


Mineral 
Spirits 
17(6) 

16 .5(5) 
16 .5(8) 
17.5(5) 
17.5(6) 


12.25(6) 





NEW 
SALES RECORDS! 


If you give your customers 
The finest in the land, 
The Oils of Highest Quality 
In bulk, in drums, or canned, 
At prices showing value 
No one can mistake, 
You'll UP your SALES to RECORD highs 
And RECORD PROFITS make! 

Our pre-sold, finest-quality 100% 
Pure Pennsylvania lubricating oils are 
nae most competitively. A sensible 
agreement protects 
you against sudden market fluctuo- 
tions. 

Storage facilities ot convenient 
distribution points, plus large refinery 
capacity, assure you of constant sup- 
ply on quick notice . . . helps you 
keep inventory cost low. We ship in 
bulk, in drums, in cans, or fill your 
containers, saving you time, freight, 
labor and double-handling costs. 

Enjoy a NEW high in SALES REC- 
ORDS by letting us know your re- 








i. apd ae — House. 
1: SCULLY SIGNAL COMPANY 


174 Green Street 
Melrose 76, Mass. 
Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 


quirements, at once. We'll get sam- 
ples and profit-packed details into 
your hands as quickly as possible! 


e MOTOR OILS e BRIGHT STOCKS 
@ NEUTRALS e@ CYLINDER OILS 
e@ WAXES 





odel LA ior new 
tank installatic 





ELK 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York 


REFINING COMPANY 


Charleston 24, W. Va. 
| Refiners of Highest Quality Pennsylvania Grade 
Petroleum P.G.C.0.A. Permit No. 25 
FOUNDED 1913 


Boston 
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PRICES in effect May 28 at Refineries and Terminals—Cont. 


LPG Prices 
(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


Commercial Industrial 
District Propa Propane 
N. Y. Harbor.. 


WESTERN PENNA. (T.C. in Bulk) 


White Crude Scale: 


124-126 A.m.p........... 5-5 .6x 


SEABOARD 


Melting points are AMP, 8° A mag od than 
EMP. Prices are for carload 


Atlantic & Gulf Coasts 
Prices are of refiners, FOB 


their refineries & tanker terminals and = tanker terminal operators 


FOB their terminals. Ships’ bunkers prices are exclusive of lightera 


92 Oct. 
Prem. 
Gasoline 
16.3 


15.4 
16.7-17.1(8) 
15 .4-16.1 


86 Oct. 
G. ine 
18 .45-14.3 
12-14.2 
14.6(6) 
12.7-14.1 
12.75-12.8 


83 Oct. 
Reg. 


Kerosi 
Gasoline No. 1 Fuel (*) No. 2 Fuel (*) 


12.6 





18 .5-14.5(5) 
12.6-13 .25 
11.6-12.5 


11.8 


18.6 10 .25(16) 
sded 10.4(5) 





(2)12.25-12.3 
(2)12-12.8 
13.4(7) 


“1(8) 


10.125-10.25 
9.25-9.75 
ee -8(11) 

11. 1) 





14.8 
'8-15.6 
14.7 





Tices are FOB refinery; scale in oa or bbls. ; 
lly refined, slabs loose. Export prices are 
FAS scale in bags or bbis., fully refined in 
or cartons. 


Crude Seale: 
124-126 white. ... 


N. ¥. Domestic N. Y. Export 
(2)6.6 (296 .6-6 .6(2) 


Fully Refined: 


5 


8. 25-8 .45(2) 


Bomw. wos 
HRS: FRR 
Se8 See 


(49-51. 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe b 4 terminals and inland waterway barge 
termin 


Motor Gasoline 


12.875-14.85 
11 .875-13 .35 


10. 75-1135 

(2)9. 75-10. 35 

Heavy Fuel Oils 
No. 5, low sulfur 
No. 6, high sulfur 
No. 6, low sulfur 


x6. 7-7 .05x 
x(3)6.7-6 .95(2) 

x5 . 9-6 05x 
x/4)5 .7-5 .96(2)x 


Mexican Bunker Prices 
U. 8. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


$1.95 $3.75 


1.95 8.75 
Pacific Coast 

$5.65 

4.75 

4.75 


Pacific Coast 
(In Ships’ 


mkers, or 
Deep Tank Lots) 
San Pedro, Calif... 
Portland, Ore... .. 
Beattie, Wash... .. 


Diesel 


Fuel 
(P.S. 200) 
$4.20(5) 

4.41(4) 
4.62(4) 
4.62(4) 


$1.80(6) 
1.85(4) 
2.10(4) 
2.10(4) 


62 


.38(3) 
2.4 


10.2(9) 
10.1(4) 
9.375-9 .85 
10.3(7) 
11.1(2) 





. (2)16.4-16.6 


(2)14.9-15.7 
16 .8-17.1(8) 
. 7-178) 


(8)13 
13. 
13 
14. 
14 


10. 36(10) 





-6-15.7 
-2-15.6 


18 .4--15 .85(2) 


(10)8 


ner. wy 72 
8-8 .62 


(2)13. 1-18.4(4) 
12.9-18 .8(5) 


12.4-18 .85 


No. 5 
Fuel 
$2.73 
2.70 
2.76 
2.70 


(50 et., 55 d. i.) 


11.3(7) 
11.7(8) 


10.4(7) 


Diesel Oil (*) Light Diesel 
Shore Plants Ships’ Bunkers Heavy Diese! 
(45 ct., 45 d. i.). Ships’ Bunkers 


$3 .64(4) 


3.95(4) 





Baton Kouge... 
o barges... . 


Charleston 


2.42 
2.39 
$.09(5) 


3.742) 


$.91(3) 
3.89(2) 





Houston 
do barges... . 
Jacksonville. . 


Miam 
Mobile 


2.60 


3 .70-8 .74(5) 


10.2(2) 





New Haven... 
New Orleans... 
do barges. ... 
RRS 
Pensacola 


2.42 
2.39 
2.75 


9.6(4) 





Philadelphia... . 

do barges... . 
Pt. Evergiades.. 
Portland....... 
Providence..... 


2.9916) 


3.09(3) 


3.95(4) 
4.20(4) 
9 .65(4) 





Savannah...... 
‘am 


No. 6 Fuel 
No Sulfur 
Guarantee 


N. v. ae -Ons. a 28(8) 


2.80 


No. 6 Fuel 
No Sulfur 
Guarantee 
Barges 
$2.25(15) 


10(5) 
10(6) 


9.6(2) 


4.20(6) 
4.20(5) 


8.89(3) 


No. 6 Fuel 


Bunker C 
Max. 1, % Fuel 
Sulfur 


Shi 
Bunkers 


$2.25(10) 
2.25(4) 





1.95(2) 
2.29(5) 


2.20(3) 
(3)1.95-2.10(2, 





— 


36] 83 
s 


~~. 


1.95(12) 
2. tr ) 


ber 
or 
an 
= 
On 
~ 





SNe 
aes 


seks 
88 
nae 
se 





i 
© 





BBE! 
8 


zie 
Sie 


2.28-2.30(3) 2.25-2.27(3) 


porere eno po) 
- 
a 
~ 


2.44-2.54 2.41 


bid 
lig 
3s 





NiSBel: RSLisaksisuseles 


bo) Pe POPS tO 0] DONO tO | + DON 
| — 
or Hen 
~| ew 


(*) At Atlantic Coast refineries 
commercial consumers 


tellers to bulk 


B  rore) core nore] oro 40) 09 

| ate “ rit ge pS 
3 es on 
sf 


on 
Se higher than 


2. 7 a 
of Maryland and at Tampa, prices of some 
prices shown above. 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Tices f, minim of 2.000 bbis., and are by refiners only te 
are FOB ship at U. 8. Gul nimum es 


ners, export agents, or tanker terminal operators. The figure in paren’ 
pa indicates the number of companies that price. 
saatee “hee ements Kerosine & Light Fuels 
seevecsorocoe 41-43 w.w.Kero. .9(2)-9.25-9 . 5-9 .625(2)-9 .75(2) 
een | 6h ek ee... 8(2)-8.25(2)-8.625(2)-8.75(8) 


ee veescece 8-8 .25-8 .5(2)-8.75 


dex 
12.-12. 25-12 75-18 (2)-18-26(2)-18. 75 8. 125-8 875-8. 5-8 .625(2)-8 .875 
<a eee 6-12-12, 5@)}-18 68-67 Diesel Index. .. .8.25-8.5-8 .625-8.75(2)-9 





Regular........... 25-10 5-10.75 Heavy Fuel—Cargoes 
ED wuts 4+ ap ste 4 uate ies 10(2)-10.25 
i ee ee 9. “sarah 876 No. 5 Fuel, 0-10 p.t..... 2... ccc eecnees $2.60(2) 
70-72 Oct. M Leaded...............44. Bunker “C” Fuel....... $1.85(7)-1.90-1.95-2.00 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation li meet specificati 
MIL-F-5572, unless otherwise noted.) 





Grade 100/130 Grade 91/96 





ee atvesnscceschsndeil oaee 11.86 : 
ERIE cocsncccsescossesse 10.818) eve 1.75-12.06 10.85 
RU cithsed scasoascosacs Re as -75-11.9(2) 11.45(2) 


dl scc ten i0'4@) ia 10-75-10. 9) _ 10.4502) 
eh oi aiaegen aia g)é : 7 Bete) 3) 





Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2c per bbl. differential ‘a degree of gravity applies for gravities below and above those shown, 

eavy for which price shown cone ceding. F of gravity. Price oe 





ine services in accordance with published tariffs. Purchases by Gresie not sub. to contracts with 





Venezuelan government are made at prices established by schedule shown less 1c per bbl. 
Crude Gravity API Price (Bbl.) FOB Effective Date 
cng bn eae tcaissde 14-14.9 $1.76 Las Piedras or Amuay 6-23-53 
Tia Juana Heavy............ 19-19.9 2.138 Amua 
Hea Fla‘! : Las Pledras or Amuay # 1-54 
2.54 Amuay 6-23-53 
2.58 ry 4 6-23-53 
2.58 dras or Amuay 6- 
8.40 Tucupido 6-23-53 
8.06 Puerto La Cruz 6-23-— 
2.82 Puerto La Cruz 6 
2.88 Puerto La Cruz 
2.82 Puerto La Cruz 6-23-53 
2.25 ito 6-28-53 
2.30 Caripito 6-23-53 
1.61 (Pedernales) 1- 1-64 





Middle East Crude Prices 
tes are per bbl. of 42 U. 8. gals., exclusive < local port or other governmental charges, sales 








taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of ‘gravity applies for gravities below and above those shown.) 
Persian Gulf 
Crude Company Gravity Price Loading Port Effective Date 
Arabian Esso E 86-86.9 $1.97 Ras Tanura, Saudi Arabia 1-27-58 
Arabian M. E. Crude Sales 84-34.9 1.98 Ras Tanura, Saudi Arabia 1-21-53 
Arabian Soc.-Vac. Overseas Supply 986-86.9 1.97 Ras Tanura, Saudi Arabia 1-24-53 
Basrab Esso Export 86-86.9 1.92 Fao, Iraq 1-27-58 
Iraq Anglo-Iranian 86-36.9 1.92 Fao, Iraq 7-16-53 
Iraq Shell Petroleum 35-85.9 1.90 Fao, Iraq 1-20-68 
Iraq a Overseas Supply 36-86.9 1.92 Fao, Iraq 1-24-53 
Kuwait o-Iranian 81-81.9 1.72 Mina-al-Ahmadi, Kuwait 7-16-6538 
Kuwait Gul Exploration $1-81.9 1.72 Ahmadi, K 7-16-653 
tar —>+——3 40-40.9 2.38 7-16-58 
tar Export 86-86.9 2.00 1-17-53 
tar Shell Petroleum 89-89.9 2.06 7-20- 
tar Soc.-Vac. Overseas Supply 89-839.9 2.06 1-24-53 
Eas Medi 
Arabian E 36-86.9 2.39 1-17-58 
Arabian M. E. Crude Sales 84-84.9 2.35 7-21-53 
Arabian Soc.-Vac. Overseas Supply %86-86.9 2.39 1-24-53 
Iraq Anglo-Iranian 86-86.9 2.39 7-16-58 
Iraq E 86-86.9 2.39 1-17-68 
Iraq Shell Petroleum 86-86.9 2.89 7-20-53 
[raq -Vac. Overseas Supply 36-86.9 2.39 1-24-58 





Far East Crude Prices 

Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated. 
Crude Company Gravity API Price FOB Effective Date 
Seria Light Sarawak Oilfields Ltd. 87-88 $2.60 Lutong, Sarawak 4- 1-54 
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Paragon 


30 £. 40 $t., N.Y.C, EV 8-4100 

































ANK CAR BUYERS 
. 
Uniform High Quality 
















PATENT CHEMICALS 


Patersor S New Jerse 





ga ej} E31) Biete) ite) 7-ale). | 
















INDEPENDENT MARKETERS 


Maine to South Carolina 
FIFTH AVENUE, NEW YORK 20. WY 








EXCLUSIVE CUSTOM PACKAGERS 
LUBE O1L — ANTI-FREEZE — CHEMICALS 


COMPOUNDING BLENDING 


PENN-CENTRAL. OijL COMPANY 
20TH & KANSAS AVENUE 
KANSAS CITY 5, KANSAS 














This Is Your 
Market Place! 
Write today for Advertising 


330 West 42nd Street 
New York 36, N. Y. 
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PRICES in effect May 28-—Tank Wagon 


Inspection fees per 
end ogee tan Ala 1/40 Bo ‘an ws fal Fla. 1/8; Ill 3/100¢; Ind. 2/28¢ 
oe S tax ; nt : 
oats Soe vet Sot else do nat tnclade O00; La. 1/32e: Minn, $/200e; 











as indicated in destoton es also do net fe include Kans. 1/1 Mo. 1/25¢; Neb. 2/100; Nev 
taxes; kerosine taxes where ‘eoted oo ' Vien to footnotes 1/20c; N. C. 1/4c; N. D. 1/20c; Okla. 2/25¢; S. C. 1/8¢; S. D. 1/406 
if ys are shown in footnotes. These ae S. effect fect May 73. vies Tenn. 2/5c; and ie, 3/100c. 
as posted by principal marketing companies offices, Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/Se 
but subject to later correction. 
Atlantic Stendard CHEVRON Faso 
Atlantic Kero. & ofp ) Av. 80/87 Gaso- (Regular Grade) 
Refining (RegularGrade) No.1 No.2 California oie T.T. _line Gasoline K 
ir. Fuel 400 Gals. &over Taxes Cons. Dir. sine 
T.W. T.W. Taxes T.W. T.W. San Fran,Cal... 16.1 19.6 8.0 T.W. T.W. Taxes T.W 
Allentown, Los Angeles. .... 15.6 19.1 8. - 15.2 15.2 6.0 18.8 
| a 8 1.8 7.0 14.4 18.2 Sam :...... 172 20'7 8/0 15.2 15.2 6.0 18.7 
Altoona..... 16.38 16.8 7.0 14.95 18.55 Phoenix, Ariz 18.8 22.3 71.0 15.1 16.1 8.0 peed 
+ Nip ag 16.8 16.8 7.0 14.95 18.55 Reno, Nev....... 18.6 221 15 16.6 16.6 8.0 15.1 
Greensburg.. 16.3 16.38 7.0 14.95 18.55 P d 16.6 20.1 8.0 . 15.6 15.6 7.0 oshe 
arrisburg.. 15.8 15.8 7.0 14.4 18.2 Seattle, Wash 16.6 20.1 8.5 "16.2 16.2 8.0 15.8 
Philadelphia. 15.4 15.4 7.0 13.8 12.6 Spokane........ 18.8 22.8 8.5 -. 15.9 15.9 8.0 14.5 
Pittsburgh . 16.8 16.8 7.0 14.95 18.55 “a_......... 16.6 20.1 8.5 "* 15.0 15.0 8.0 18.7 
~ Sy. 15.8 15.8 7.0 14.4 18.2 Boise, Idaho..... 18.6 24.3 8.0 - 15.4 15.4 8.0 14.1 
Wilkes Barre 14.4 14.4 7.0 14.7 18.5 Salt Lake, U 16.9 20.9 7.0 16.9 169 8.0 16.0 
Williamsport 16.8 16.8 7.0 14.7 18.5 Honolulu, T. H.. 17.2 20.7 8.5 . 16.4 16.4 7.0 15.0 
Wilmington, airbanks, Alaska 29.0 82.5 4.0 16.7 16.7 7.0 16.3 
DG. 6000 15.4 15.4 7.0 x13.8 12.8 <— ~Santpagy 18.3 21.8 4.0 16.7 16.7 17.0 16.0 
= 16.56 16.5 7.0 16.0 
Conn..... 14.9 14.9 6.0 13.1 Standard 16.0 16.0 9.0 14.5 
New Haven. 15.6 15.6 6.0 12.7 Stove 16.2 16.2 9.0 14.8 
° Kerosene Forn oil 16.4 16.4 x » 
pies 14.9 - 064): £8. 3e50 = BD 7. + Ou T.T. T.T. 16.8 16.3 9.0 14.9 
Springfield... 15.4 15.4 7.0 .... 18.7 (400 gals. & over) (ex all taxes) 16.0 16.0 9.0 14.5 
Prov., R.1.. 15.5 “15.5 6.0 one 12.9 16.1 12.7 12.7 14.2 .14.9 14.9 9.0 sews 
Camden,N.J. 15.2 15.2 6.0 i8:8 12.8 <6 me ue me { gf a & vy Gao 
Newark. 23.8: 16.9)\°6.0:° 2.7 - 7 17.3 185 13.5 15.0 15.4 15.4 9.0 eeée 
Albany,N.Y. 15.6 156.6 6.0 14.1 12.6 188 16.1 16.1 17.6 . 14.6 14.6 9.0 18.2 
Binghamton. 16.5 16.5 6.0 14.4 18.1 186 155 14.4 14.4 9.0 13.0 
ee 16.2 16.2 6.0 16.1 14,1 18.1 133 15.7 15.7 9.0 14.1 
Elmira.... 16.56 16.5 6.0 14.6 138.6 18.1 13.3 the 14.8 438 9.0 12.9 
; 16.2 16.2 6.0 14.7 18.4 20'6 15.7 he 15.9 15.9 9.0 15.0 
Syracuse. . 16.2 16.2 6.0 14.5 18.2 18.1 13.8 re. 14.9 14.9 9.0 13.4 
atertown 7.6 17.6 6.0 15.8 14.1 24-7 15.2 i6 2 i67 . 15.7 15.7 9.0 14.1 
Baltimore, 17.0 135 11.5* 14.0 15.8 15.8 9.0 13.9 
Md.... 16.1 15.1 8.0 12.9 172 13.5 135 15.6 15.6 9.0 14.0 
=<. 8.0 xi4.1 x12.9 $2.7 is jes 88 las 
Bewsescee sees -© xi4.1 x12. “ : en . 16. 16. . . 
Charlotte, 19.8 . _ 

N. C.. 16.0 16.0 9.0 14.5 18.5 Naphthas T.W. & Steel Bbis. 
dagpeavile, nit ne On Newark, N. J Min. Spirits } A al 
Bee eens . . Boise—8c motor fuel 3 3600 & over 18.0 t 

Miami... : "16.1 "15.4 9.0 mtg yh oy A ge Steel bbla...-....--- 25.5 
Lake—7c tax lies to motor fuel Baltimore, Md. 
evens | Spirite vM.ar. taxes are 2¢ federal, 4c state. 8,600 gals. & over... 16.7 
Phil phia, Pa. 18.5 Ney — gas hg B lies ° ag fuel wank “ao” 25.5 
adelphia, Pa....... : A avgas es are terri- ashington, D. C. 
Sct vcccerens 22.0 33:0 : (seremse = rs is ex 3,600 gals. & over... 17.2 
Heavy Fuel Oile—T.W. are sr Mawalion guess taceme tex of 1% 0 oe tt 
No. 5 No. 6 resellers, 2.5% to consumers. No.1 No.2 No.4 No.6 
Philadelphia, Pa....... 8.22 6.36 Atlantic City, N.J. 13.8 12.8 
ag 13.7 pt $3. 684 $2 $2. 836 
ium-grade gasoline t.w. prices 2.5¢ above ss 4.05 > 
— ex Georgia and Florida 2c. : ‘ 
erosine— ru Pa. & Del. oft ie ver onl. lag) ack 
for t.w. deliveries of less than 100 gals. a 


time. Camden—Add le for deliveries of 100-299 
gals., 2c for less than 100 ga 
Mineral Spirits prices pty ety to Stoddard 


Saivent. 
Effective dates: xApril 30, "May 15 “May 27. 








Dee et tet tet et tet pet et bet et ttt 
$0 00 60 com COG DONO Com 
Perr fet ot i 


Cont] (N. 8B. Prices are Continental's 
Oil prices” may agg a. —~ oriling A. a 
Because f local conditions. ) tag a FE tL... _ te For lene Taxes: Louisiana kerosine prices do ‘net include 
rt a: Demand than 40 gal. deliveries, 5.0c gal. le state tax. 


N-tane (3rd Gaso- Kero- 
Cggater) Seade) line sine 


gals.-and «x 
5.0c gal. for less than 40 gals. 


Notes: Kerosine No. 1—Atlantie City prices are 
for deliveries of 300 gals. or more: add le for 





4 Cup. So Ser tae hen 100 gals. 
Pome — agon Taxes T.W. _— yp a any Fy — deli Hy Chev: No. 6—Washington price is for min. delivery 
Geond dene... ist it? H 9 178 2.0¢ for 91/98, 5.0¢ for 100/130 and 8.0e for Drice is fn ee a oe 
Pueblo.......... 16:6 16.6 8.0 16.0 "15/20 ne aetoes, except at Salt Lake Premium-grade gasoline t.w. prices 2.60 
Casper, Wyo. 16.7 15.7 8.0 15.5 City, apply to deliveries of 400 gals. & over. above regular. 
Cheyenne....... 6.9 1569 80 16.8 or ‘other a on n 40 gals., add 
Billings, Mont.. - Be oeee iy 3 8c; 200-399 add le; 40-199 gals. add 4c; 
Br ecwan 5 ; rans 18. rd jalt Lake imperial 
Great Falls...” OW AE nee - tank car/truck trailer; deduct Sekt Lake imperial (Prices are ver 
DS « wAnkdéa 8.6 daeth 8 9 188 Se Fait Ld price is ‘for minimum on arrive at price per Seal 
Salt Laie U-.. 18-4 <2. 7.0 17-9 Ogata ‘Diesel/Furnace Of & Standard een 
Twin Falls, Ida. 21.6 -.. 80 20.2  geove Oil —T-T. prices are for deliveries of 400 Bere Geasline 
Albuquer., N. M. 16.9 15.9 85 15.9 ls. of more Por other deliveries: 40-199 Regular Grade) Kero- 
Roswell... 15.6 14.6 85 15.2 fais, ‘add le: 200-899 gals., add 0.5e; less noe Cee Oe. 
somes os ° each , 6.2 , BG P ove anes Wy 
Muskogee, Giis.. 15.0 i460 8.8 19.9 ‘an 40 gals., add & Jobn’s Nfid....... *25.2 14.0 25.2 
Oklahoma City.. 14.8 18.8 8.5 14.1 “Standard No. 2 Burner Oil ee eB 222 15.0 242 
es ede 14.9 18.9 8.5 13.5 St. Johns, N. B....... 22.2 13.0 24.2 
Sesaiite harlottetown, P. E. I oe 4 =? 
um ‘ ° 
Taxes: Humble Ciccline Geese Keresine = Montreal, Qae-- 3) 31 11.0 25:1 
on tax column includes these city tax- Oil swan line Tank Re- Hamilton, Ont........ 23.1 11.0 25.1 
a: ge ye & ag gg 0.5¢; Santa Fe, 1c; Retail Taxes Wagon tail Winnipeg. Man........ 22.9 9.0 27.5 
oe ewan ¢; Casper, 1 Dallas, Tex... S.. Yr 20.1 60 18.8 17.5 Brandon, Man........ 25.5 9.0 27.7 
oh take 6 Ft. Worth.... 14.8 20.1 6.0 18.8 17.5 ina, Sask.......... 22.2 11.0 24.2 
ent, Lake ity and Twin Falls gasoline and Houston..... 14% 20.0 6.0 18.3 17.5 toon, Sask....... 25.1 11.0 27.1 
erosine Prices apply for deliveries of less than San Antonio.. 15 203 6.0 18.8 17.5 Calgary, Alta......... 22.4 10.0 24.4 
200 gals. ; 200-399 gals., deduct 0.5c; 400 gals. Edmonton, Alta....... 20.9 10.0 22.9 
a — deduct le. Notes: Vancouver, B. C...... 22.9 10.0 2.9 
on T.W. prices are co all classes of dealers and Taxes: Gasoline taxes are provincial taxes. 
T. W. prices are to consumers and dealers. consumers. Notes: Premium-grade gasoline t.w. priees 2 
Premium-grade gasoline t.w. prices Premium-grade gasoline t.w. prices 2c above above regular. 


above regular. 
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Valve Maintenance Cost: ZERO 


...on fuel oil piping, 


for example 












The Installation 


At North End Yard, The Cincinnati Union 
Terminal Railroad, using Crane steel 
valves and fittings throughout diesel fuel 
receiving and filling system. Working 
pressure, 40 pounds. 





Valve Service Ratings 
SUITABILITY: 

Doing the job as intended 
FEATURES: 

Exelloy seating 
MAINTENANCE COST: 

Zero 
SERVICE LIFE: 

Installed 1948—Shows long life ahead 
OPERATING RESULTS: 

Low-cost, trouble-free fueling 


AVAILABILITY: 
Crane catalog item—No. 47X 


The Case History 


Not until the terminal’s engineers were convinced of its 
dependability and low-cost maintenance was any equip- 
ment bought for this project. Many similar systems were 
studied for the best means of assuring utmost economy 
of operation. The installation was made in 1948... with 
welded piping where practical, using Crane materials 
exclusively —steel fittings, check valves, and No. 47X, 
150-Pound steel gate valves. 


The Valve 


150-Pound Steel Gate—with its ex- 
ceptional performance assured by 
Crane quality design... by Crane 
pioneering skill in steel casting... 
and the high adaptability of Crane 
Exelloy trim for oil services. Sizes 2 
to 24 in.; screwed, flanged, or welding 
ends. See your Crane Catalog, or ask 
your Crane Representative. 


More than 5 years later the terminal reports: Piping 
system operation entirely satisfactory; maintenance cost 
to date: zero. Further result: Crane valves have earned 
top consideration for proposed extension of system. The 
terminal knows the value of thrifty buying—quality al- 
ways outweighs price-tag savings. 








THE BETTER QUALITY...BIGGER VALUE LINE...IN BRASS, STEEL, IRON 


CRANE VALVES 7 <x 


CRANE CO., General Offices: 836 S. Michigan Ave., Chicago 5, Illinois \ BUYER 
Branches and Wholesalers Serving All Industrial Areas 








VALVES + FITTINGS + PIPE - PLUMBING - HEATING 
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PRICES in effect May 28-Tank Wagon—Cont. 
Socony Vacuum 


Grade 
Gasoline 80 
T. T.W. T.W. T.W. 


: wos: PHeROAARean: ao 


** 
o- Ge + 
. 4. ¢ oe 


. . Sl awd ll wl . *-* 
> COOOL: VOSS: HOLS: ow: - 
> ° eS ee . ° 
: OO: COSSSH SSeS: wo: 

= 

a 


gre: pee: APOE 


AAMAAAOA SE SPAMS AAMAARHIARAHAAHMAAMNH 
*_ no 
On 


Ye we we ee Teaet eee CO 8h 4s 604 6 2a! 
ATHANWDOKOAO“ANWNM HK VOanwanacna 


ii:7 
12.1 
Rochester 
20.5 
22. E 
Taxes: N.Y.C. prices are ex , Syracuse city sales tax, applicable to price of gasoline (ex tax). 
Discounts: Mobile Kerosine_New York © city an et ed and , ee tank — less 0.5¢ for deliveries of 300 gals. or more. 
Mobilfuel Diesel—Al) points, k wagon less 0.5c for deliveries of 800 gals. or mo 
Mobilheat—New York City “an ye and Mt. Vecnsn. tank wagon less 0.5 for r deliveries of 300 gal. or more. 
Notes: Jamestown T. C. prices are ivered prices, all other T.C. prices are FOB bulk terminals. 


Sohio X-Tane Gasoline 
Ohio Standard Aviation Gas.-Cons. T.W. _ (Regular Grade) Naphtha & Solvents—Cons. T.W. 
Sohio Sohio Sohio Con R S.R. D.C. V.M.&P. 
Sol Naph- Naph- Varno- Sol- 
the tha lene vent 


IIR VVIBAIWWDARMAMAMAAMAMAAMAAAMAD 
coooocoosooooooooSsoSsoooSSSoSS 
wa tat tt at hp a hh kh a 


DOWNOHNWOOHE: AAWDOAIAHS . 


) 
» 


18.9 
20.9 
20.9 
20.9 
18.9 
20.9 
20.9 
20.9 
20.9 
20.9 
19.9 
20.9 
20.9 


SESESBESEEEEE 
cooooeooocoooo 
SESSEBBEEEEEE 
cooeceoocooeosco 
BERAPREEREEE 
coocoooooocoosco 
SRRREBEESEREE 
ecococooooooosco 


archase with State Tax Exemption Form 


ts: Sohio Aviation—on contract to hangar d resellers, 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 Yoo gals. or more, 60 to 99 gals. add 1c per gal., 1-49 gals. add 2c per gal. 
sage _= vente—T.W. and drum prices are for 600 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 156 


Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 
ions. 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 





Red Crown Gcencion. Farnese C2——————__—_— 
(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 Kentucky 


Dir. line si gels. 175 349 849 gals. gale. Standard 
T.W. T.W. Taxes T we over gals. gals. gals. over & over 
South Bend, see 


a 
So 





0 G0 G0 3 9-3-3 
00D -20" mom OO oo: 
HAIAWWAIRIIAA 
ersccoooono 
=e 
COOCHDDBDNDOSOOOOOS 





nan n a 
SOK HK AIOAAIDROAwoNnFe- 
— 


ecococeoooseooooco 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, le 
county ; Montgomery, le city & ile wary & 
Pensacola, le city. Other taxes not included in 
prices: Georgia, kerosine, le; Montgomery, 
kerosine, 1c; Mississippi, kerosine 0.5c. 


Stanolex Stanolex 
Fuel A Fuel C 
1-749 gals. ‘ 8.0 
750 ga 8.4 7.25 
Taxes: St. Louis, Mo., gasoline tax includes lc 
city tax. Des M Ta. and furnace Notes: Dealer t.w. prices apply also to 
oil prices do not include 6¢ state tax. State classes of consumers with minimum aaltvery Notes: 
sales, occupation, consumer & use taxes to be of 50 gals. Premium-grade gasoline t.w. prices 2c above 
added where applicable. Premium-grade gasoline t.w. prices 2c above regular. 
*“Temporary” price. regular. Cons. t.w. prices same as net dealer prices. 


AABAAARAAAAAH 
coccocoooooooo 
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NOW- 


the 1953 edition 
of Platt's 


OIL PRICE 


HANDBOOK 


(30th Edition) 


COMPLETE-— 


Petroleum Prices! 
Facts! 

... any oil price 

for any given day! 


Platt’s OIL PRICE HANDBOOK 
provides finger-tip information for 
busy oil executives . . . marketers 

. buyers .. . sellers . . . com- 
pany and association statisticians 

. Tesearch analysts ... ac- 
countants . . . in fact, for anyone 
who deals with oil prices in any 
way, this hand book is a must 
to complete their 1954 business 
library. 


Platt’s OIL PRICE HANDBOOK 
contains all the vital oil price in- 
formation for the year of 1953, 

accurately reported and published 
in one, complete single source 
package. You can find any oil 
price or any oil price change 
merely by turning to the appropri- 
ate conveniently die-cut marginal 
index . . . the low and high for 
any given " day, the lows and the 
highs monthly and yearly averages 
for any given petroleum product. 


More complete than any of the 
29 previous editions, the new 
Platt’s OIL PRICE HANDBOOK 
will continue to sell at $15.00 per 
copy. It comes to you in a durable 
and attractive cover, case bound. 
This edition is printed in a limited 
quantity, so rush your order for 
your copy today! 


SEND YOUR ORDER 
WITH PAYMENT TO: 


OIL PRICE 
HANDBOOK 


McGraw-Hill Publ. Co., Inc. 
330 W. 42nd Street 


New York 36, N. Y. 














$1.50 a tee” Mie imum 3. tines. Box numbers 
count one additional fi 

half of WANTED. Und in aia. _— 
im advance Roy ow if fs  — is | 


Send NEW ADVERTISEMENTS to Classi 
NATIONAL PETROLEUM News, 330 W. 42nd 


CLASSIFIED 





DISPLAYED RATE 
The advertising rate to 514.59 hag inch for all 
— —- (aes = then @ con- 
“4 tract rotes , on request. 


AN ADVERTISING INCH is measured inch 
vertically on one column, 3 columns—30 inches 
~—to a page. 


Advertisin, 
St., N. Ye NY N. Y. 


SECTION CLOSES each > ome week eerping ¢ date of issue. 














REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (36) 

CH aes 520 N. Michigan Ave. (11) 

SAN FRANCISCO: 68 Post St. (4) 


nse 


== Peltien Voor? — 
Midwest Industrial Oil Company, 
with modern plant, sales high six figures, wants 
experienced oil man to take on complete manage- 
ment. Owners are now top management and will 
radually retire. Good .y = will remain. 
portunity to buy can be developed if desired. 
The right man can expand this business and share 
in the profits and growth. State age, qualifications 
and starting salary required. Confidential inter- 
view can be arranged. P-2928, National Petroleum 
News. 














| <== Selling Opportunity Offered 





EXPERIENCED SALESMAN wanted by large Mid- 
Continent refiner to market petroleum products 
wholesale throughout North Central States from 
pipe line terminals. Give complete data including 
age, salary, experience and photo, if available. 


SW-2837, National Petroleum News. 








Positi Wanted 


Grad. B.S. Econ. age 34. Six years di- 
a ied experience production refining marketing 
desires financial or administrative position with 
gen concern. PW-2929, National Petroleum 
vews. 


iii i 


For Sale 

















For Sale: Gasoline & Butane Jobbing Business 
in good West Texas town & irrigated farming 
area. Sickness forces me to sell. Contact C. L. 
Craig, Plainview, Tex. 


"BUSINESS OPPORTUNITIES 


Bulk Oil Plants—Propane Gas plants selected 
properties throughout the the midwest. We specialize 
in petroleum properties. Petroleum Marketers, 605 
Produce Bank Bldg., Minne apolis 3, Minnesota 














FOR SALE 
SINGLE AXLE TANK TRAILER, 2500 to 4200 
fon units, from 00 to $1750.00. 
onoce ans TANK TRAILER, 4500 te 7500 
oe) nits, from $1750.00 to 50.0 
ANDEM AXLE — Fw ss 3600 te 5500 
= lated, steam burners, from 
$1750.00 te $5500.00. 


Srh'on auwe DELIVER. PICTURES 6 
DATA ON REQUEST 


Buy from BRUCE E. HACKETT Co. 
621 West 58 St., Kansas City, Mo. Hiland 1385 


“MANAGEMENT SERVICES 


JOSEPH H. SALMON 
PERSONALIZED MANAGEMENT COUNSEL on: 
Prati tronic" renin 
EVALUATION of NEW PROJECTS — SURVEYS 
LONG RANGE. PLANNING 


PETROLEUM CONSULTANT 
201 East 57th St., New York 22 
Telephone — Plaza 9-1450 
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1950 FREUHAUF 
1951 TRANSPORT 
ETROLEUM 
1950 PavEnaee Py GALLON 
MIL R SALES 4 Sanyic e 
1026 8. Rivers ad A. wa City, lowa 


After hours call Ken “eerkey. 7798, towa City. 











ADVERTISERS INDEX 





Barmotive Products, Inc. 
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Bell Co., Inc. 


Champion Spark Plug Co. 
Champlin Refining Co. 
Cities Service Oil Co. 
Coats Co., Inc. 
Columbian Steel Tank Co. 
Cooper Tire & Rubber Co. 
Crane Co. 
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Timken-Detroit Axle Div. Rock- 

well Spring & Axle Co. 12-13 
Tokheim Corp. 18 
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Hardwick 
A JOB WELL DONE 4a oil industry .public gelatiors won a “Certificate of Appre- 
ciation” for Charles Z. Hardwick, Ohio Oil #Co., at, the Denver meeting of the 
Marketing Divisior of the American Petrolgum Institft& May 17-19. Here he receives 
the congratulations of Stanton kK. Smitif ~~ » chejgman of the OTIC 


Blackham Loufman Shelton 
CLEVELAND AREA Oil Industry Information Committee’s meeting, May 17, in 
Cleveland’s Allerton Hotel, heard discussions of the progress of oil and its new 
products, led by: David B. Blackham, district manager, Sun Oil Co., state OTIC 
chairman; Earl M. Shelton, division retail manager, Shell Oil Co., area chairman; 
and W. J. Loufman, president, Fleetwing Corp., former district chairman 


Poole Fried Trepeck Fenner 
DETROIT OIL MEN’S CLUB will be led by these officers in 1954: Samuel PF. 
Poole, Penola Oil Co., secretary; Martin Fried, Austin Oil Co., president; Robert 
Trepeck, Auto City Oil Co., vice president; Stewart Fenner, Petroleum Specialties, 
treasurer; and (not shown) Harold Stanzell, Socony-Vacuum Oil Co., vice president 
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B. O. Bornhauser has been appointed 
assistant manager-consumer for In- 
diana Standard in Indianapolis, suc- 
ceeding G. S. Van Eman, who is on 
sick leave. Bornhauser had been as- 
sistant manager-reseller in the com- 
pany’s Evansville, Ind., sales division. 

K. D. Fry, sales manager-reseller at 
South Bend, Ind., succeeds Born- 
hauser at Evansville. 

Bornhauser joined Standard as a 
service station attendant at Columbia, 
Mo., in 1936. Advancing through vari- 
ous sales department positions, he be- 
came sales manager-reseller in Kansas 
City, Mo., in 1950. In 1951 he was 
transferred to the sales promotion de- 
partment at the company’s general of- 
fice in Chicago as fleet sales manager. 
He also served as sales manager- 
reseller in that department before go- 
ing to Evansville to take over the job 
of assistant manager-reseller. 

Fry joined Standard in South Bend 
in 1938 as a reseller salesman. After 
serving in several responsible sales 
positions at South Bend, he became 
sales manager-consumer in 1950 and 
sales manager-reseller in 1951. 

me 

Lawrence B. Dirnberger, retired 
operating manager of Socony-Vacuum 
Oil Co.’s lakes division, was guest of 
honor at a dinner at Hotel Lafayette 
in Buffalo, N.Y., May 20. Dirnberger 
retired in December after 47 years 
with the company, a record length 
of employment. Guests of honor at the 
dinner included George D. McDaniel, 
eastern region manager, and George 
J. Gregor, lakes division manager. 

* 

Sol E. Lettieri, Scranton, Pa., has 
been elected chairman of the Lacka- 
wanna County division of the Associ- 
ated Petroleum Industries of Pennsyl- 
vania. Lettieri is an officer of Airline 
Petroleum Co., Clark’s Summit, Pa. 

Other newly elected officers of the 
association are: W. S. Peremiah, Hawk 
Oil Co., Scranton, vice chairman; 
James Hess, Standard Oil Co., Scran- 
ton, vice chairman; and Walter Keller, 
Hawk Oil Co., secretary. 

* 

Roy Helm retired June | as plant 
superintendent of Canfield Oil Co.’s 
Coraopolis, Pa., refinery, after 42 
years with the company. He had been 
superintendent of the Pennsylvania 
motor oil refining plant since 1925 

* 

Richard P. Shuck has been ap- 
pointed supervisor of oil movements 
to co-ordinate the pipe line transporta- 
tion of both crude oil and products for 
The Ohio Oil Co., Findlay, Ohio. He 
has been supervisor of the pipe line 
accounting department. 
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Answer fairly: Wouldn't your product 
look better... sell better... in this 
handsome family of “F” Style Con- 
tainers? Enhanced by Crown Full- 
Color Lithography, they're modern, 
impressive —with just what it takes @ fn 
to move merchandise on today's > 
market. All sizes available, 
“Quarter Pints” to “Gallons.” ; 


fis. 








"4 DEPENDABLE PERFORMANCE 


Finest quality. All-around service- 
ability. Perfect to merchandise and 
sell any number of different products. 


VW UTMOST VALUE 


Many bonus benefits: Ease of handling. Protection against 
light and breakage. Oblong shape permits maximum label 
display. Light weight saves on packing and shipping. 


A friendly Crown Sales Representa 


tive will be glad to supply all 
details about specification, deliver- 


ies, lithography, 


services, 
etc. Write or call today. 


prices, 


Cu 


SEND FOR CATALOGUE OF DIVISION 


CROWN'S COMPLETE LINE 


CROWN CORK & SEAL COMPANY, INC. 


nd 7 
Dnt of Corrtricud Largetl Chu Metanueltédlirwd PHILADELPHIA © Chicago * Orlando ¢ Baltimore * New York ¢ Boston «* Si. Lowis 
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ABOUT OIL PEOPLE 


Earl Trosino is 
now shepherding 
the German sub- 
marine U-505, 
which he helped 
capture in World 
War II, on a long 
voyage from 
Portsmouth, N.H., 
to Chicago, where 
it is destined for a 
permanent home 
in the science mu- 

seum. Trosino, chief engineer of the 
S. S. Maryland Sun, was given leave 
by the Sun Oil Tanker Co. to accept 
the assignment. Now a Naval Reserve 
officer living in Philadelphia, Trosino 
was chief engineer on the carrier U.S.S. 
Guadalcanal when he boarded the 
sinking U-505 and shut the scuttling 
valves after an engagement 100 miles 
off French West Africa, in 1944, 

The sub will be towed to the east- 
ern end of Lake Erie by a tug. There 
it will be turned over to a Great Lakes 
carrier, which is scheduled to tow it to 
Chicago by about June 15. 

* 

Three new marketing district man- 
agers have been appointed by Sun Oil 
Co. 
E. Gates Sturgis succeeds the late J. 
E. Salter as manager of the Philadel- 
phia, Pa., district. 

Albert F. Cariello is taking over 
Sturgis’ former job as manager of the 
Exeter, Pa., district. 

George Martin replaces Cariello as 
manager of the Atlantic City, N.J., 
district. 

Sturgis, who joined Sun as a service 
station salesman in Cynwyd, Pa., in 
1931, had been manager of the Exeter, 
Pa., district since 1948. 

Cariello, previously district manager 
of Sun’s Atlantic City, N.J., district, 
joined the marketing department as a 
service station salesman in 1939. 
Earlier he had been in the company’s 
Marcus Hook accounting department 
for eight years. 

Martin, branch manager at Cham- 
bersburg, Pa., since 1942, joined Sun 
as a motor products salesman in Bal- 
timore in 1926. Later he became 
branch manager in Richmond, Va., 
serving there until his appointment at 
Chambersburg. 





. 

Elbert J. Townsend, Townsend Oil 
Co., LeRoy, N.Y. was re-elected presi- 
dent of the Empire State Petroleum 
Assn. at the group’s meeting in New 
York City, May 9-11. All other offi- 
cers of the New York association were 
re-elected at the meeting: 

George L. Savory, Savory Oil Co., 
Binghamton, first vice president. 
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Frank D. Bertch, Webaco Oil Co., 
Webster, second vice president. 

Richmond F. Meyer, Mid-Hudson 
Oil Co., Poughkeepsie, third vice presi- 
dent. 

Joseph G. Minnimtzer, Minnimtzer 
Petroleum Corp., North Troy, fourth 
vice president. 

Harry B. Hilts, of the New York 
ESPA office, secretary. 

Charles A. Lockard, New York 
ESPA office, assistant secretary. 

E. C. Drake, Drake and Mills Oil 
Co., Syracuse, treasurer. 

Kenneth B. Campbell, Campbell Oil 
Co., Olean, sergeant-at-arms. 

e 
NormanL. 

Kimes, Jr. will 

move to Chicago 

to succeed R. J. 

Cook as special 

field service rep- 

resentative for 
the Pennsylvania 

Grade Crude Oil 

Assn. in the Mid- 

west. Kimes has 

been assistant 

manager of a 
service station in Oil City, Pa., since 
his discharge from the U.S. Army in 
February. Cook, who formerly held 
the job, resigned to join the sales staff 
of Calumet Refining Co., Chicago. 

ca 

W. R. Sidenfaden was elected presi- 
dent of the Liquefied Petroleum Gas 
Assn., at the organization’s convention 
and trade show May 9-12 in Chicago. 
Sidenfaden is president of Suburban 
Gas Service in Upland, Calif. 

Other officers elected by the LP-gas 
group were: 

A. C. Ferrell, president, A. C. Fer- 
rell Butane Gas Co., Atchison, Kan.; 
first vice president. 

John McQueen, president, Superior 
Propane, Ltd., Toronto, Ont.; second 
vice president. 

A. H. Menuet, chief engineer, Skelly 
Oil Co., Kansas City, Mo.; treasurer. 

Arthur Kreutzer, Chicago; secretary. 

Howard D. White is executive vice 
president of the association. 

Sidenfaden started in the oil busi- 
ness in 1929 with Union Oil Co., 
following his graduation from Notre 
Dame. Beginning in the company’s 
accounting department, he worked his 
way up to district manager. In 1940 
he started his own LP-gas business in 
Ontario, Calif., which now has 23 bulk 
plants and serves 17,000 customers. 

a 

H. Emerson Thomas was awarded 
the distinguished service award of the 
Liquefied Petroleum Gas Assn., for 
outstanding contributions to the prog- 


its. 


N. L. Kimes, Jr. 


ress of the association and the industry, 
at the organization’s national conven- 
tion in Chicago, May 9-12. Thomas is 
president of H. Emerson Thomas As- 
sociates, Westfield, N.J., and co-owner 
of several LP-gas utility and bottled 
gas properties on the eastern seaboard. 

The new Seley award was also pre- 
sented to Thomas. Consisting of a gold 
medal and $1,000 in cash, the award 
was donated for the annual LPGA 
award winner, by Louis E. and Simon 
Seley. The Seley brothers recently sold 
the Conservative Gas Corp., New 
Hyde Park, N.Y., after many many 
years of operation. They established 
the citation in appreciation of the op- 
portunities they received from the LP- 
gas industry. 


. 

J. H. Woodsmall, newly appointed 
manager-industrial sales for Sinclair 
Refining Co.’s western district, will 
cover Missouri, Kansas, Nebraska, 
lowa, Minnesota, North and South 
Dakota from headquarters in Kansas 
City, Mo. 

Before his promotion, Woodsmall 
had been lubrication engineer in Sin- 
clair’s lubrication sales department, 
serving the same territory. He has been 
with the company since 1946. 


Henry A. Stark 
has been appoint- 
ed assistant man- 
ager - lubrication 
sales department 
for the seven 
states in Sinclair 
Refining Co.’s 
western district. 

J He will remain in 
Kansas City, Mo. 
After joining 
Sinclair Refining 
in 1933, as city salesman in Kansas 
City, Mo., Stark held several posts 
in the lubrication sales department, 
including special representative on 
contractor solicitation, manager of 
national accounts and manager of 
industrial sales. 


H. A. Stark 


eo 
Fred E. Woodring, former trans- 
portation executive for Sun Oil Co., 
became executive vice president of 
Rocky Mountain Oil & Gas Assn., 
Denver, on May 1. Woodring has been 
serving as executive secretary of the 
Wyoming Trucking Assn., during the 
last four years. In his new job, he 
succeeds William (Scotty) Jack, who 
resigned April 1 to campaign for the 
Democratic nomination for governor 
of Wyoming. 
o 
George C. Sheahan has been elected 
a director and vice president of Sunset 
Oil Co., Los Angeles, and executive 
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It Pays to install 4 SERVICE PROFITS START 


ith LUBRICATION 
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© Check Fan Beit e Check All Lights 
4 4 e Check Air Cleaner e Check Tires 
Lubrication Department eae + he Wished Wi 
_ . : Check Spark Plugs as 
A lar station with fol . 
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’ Check Radiator Hoses amage rease Fittings 
place offers a complete range of automotive o Check Radiator Fluid with Lincoln BULLNECK* 
services. Pictured above is their Check Muffler and Tail Pipe Fittings. The modern fitting 
* > ° . 
Lincoln Autoluber in action. with the ball-in-the-top : 
... seals dirt out, grease in. 
“trade name registered 








Helpful Booklet... FREE! 


“Reminder to Help you 
Sell More Service Needs.” 
-Write for it NOW! 


the most trustworthy name in lubricating equipment 
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ABOUT OIL PEOPLE 


vice president and general manager of 
United Petroleum Corp., Portland, 
Ore. United Petroleum, one of the 
largest independent petroleum mar- 
keters in the Northwest, was recently 
acquired by Sunset Oil from Sheahan 
and his associates. Sheahan is actively 
engaged in numerous enterprises in 
the Northwest, including the Astoria 
Marine Construction Co., Astoria, 
Ore., which he serves as a director and 
treasurer. 





* 

Three sales per- 
sonnel promo- 
tions made re- 
cently by Frontier 
Refining Co., 
Denver, in line 
with the com- 
pany’s marketing 
expansion. 

Claude A. 
Weber has been 

. promoted from 

C. A. Weber assistant to the 
vice president, to assistant vice presi- 
dent. 

H. S. Dickson has been moved up 
from general sales manager, to assist- 
ant to the vice president. 

Chester W. Guthrie has been ad- 
vanced from zone manager to general 
sales manager. 

As part of its marketing expansion, 
Frontier recently began distributing its 
products through the Puritan Oil Co.’s 
32 bulk and retail outlets in South 
Dakota. The company is also con- 
structing a six-inch products pipe line 
from its Cheyenne, Wyo., refinery to 
new wholesale-retail outlets in eastern 
Nebraska. 

Weber joined Frontier as a salesman 
in 1941, a year after the company was 
founded. Prior to that he had 20 years’ 
service with major oil companies. He 
was named sales manager in 1949. 
Four years later he was promoted to 
assistant to the vice president. 

Dickson joined Frontier in April, 
1952, as marketing manager. When the 
sales and marketing departments were 
consolidated in May, 1953, he was 
made general sales manager, succeed- 
ing Weber, who was advanced to as- 
sistant to the vice president. 

Guthrie joined Frontier in 1946 as 
a service station operator. In 1948 he 
became a TBA representative, and two 
years later was appointed zone man- 
ager for Wyoming gasoline sales. 

+ 

A. J. Morris, recently elected a vice 
president of Crown Central Pipe Line 
Co., will continue to serve as manager 
of supply and transportation for the 
Crown Companies in active charge of 
both crude oil purchasing and pipe line 


> 
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activities. He also will be elected vice 
president of two other wholly-owned 
subsidiaries of the Crown Central 
Petroleum Corp.—Crown Central Pipe 
Line and Transportation Corp., and 
Crown-Rancho Pipe Line Corp. 

s 

G. M. (Mike) Pennock has been 
appointed manager of the truck sales 
division at Anchor Petroleum Co.’s 
home office in Tulsa. His new duties 
will include supervision of truck sales 
in all district offices, as well as the 
home office, and management of truck- 
ing Operations in a nine-state area. 
Customer contacts and plant opera- 
tions will also be controlled from 
Pennock’s office. 

Prior to his new appointment, he 
had been in the company’s tank car 
and general sales division. He joined 
Anchor in November, 1950, after leav- 
ing Barndall Oil Co. of Tulsa. 


DEATHS 


Altis S. Hop- 
kins, one of the 
pioneer __ refinery 
executives in the 
Mid - Continent 
field and a former 
president of The 
Standard Oil Co. 
(Kansas), died 
May 5, at the age 
of 81. 

Hopkins started 
working for 
Standard Oil Co. (Kansas) in 1897, as- 
sisting the surveyors the day work 
started on the refinery in Neodesha, 
Kan. He advanced to superintendent of 
the refinery in 1913, and vice president 
and general manager in 1923. He be- 
came president of The Standard Oil 
Co. (Kansas) in 1927, and served in 
that capacity until his retirement in 
1932. 

The Standard Oil Co. (Kansas) was 
a subsidiary of Jersey Standard from 
its founding in 1892 until it was estab- 
lished as a separate company in 1911, 
as a result of the Standard Oil dissolu- 
tion decree. 

The company was principally a re- 
fining company from the time the 
Neodesha refinery was built in 1897. 
In 1932 the Neodesha refinery was 
sold to Indiana Standard. 

Hopkins was a leader in the develop- 
ment of cracking processes. The Neo- 
desha refinery was an early licensee of 
the Burton cracking process, installing 
the equipment in 1914. 

He also pioneered in refinery gas 
recovery and conservation. 


A. S. Hopkins 


COMING MEETINGS 


JUNE 


socy. of Automotive Engineers, summer meet- 
ing, Ambassador and Ritz-Carlton Hotels, 
Atlantic City, N. J., June 611. 


Oil Industry Information Committee, Edge- 
water Beach Hotel, Chicago, Ill., June 9-11. 


National Oil Jobbers Council, Skytop Lodge, 
Skytop, Pa., June 13-16. 


American Socy. for Testing Materials, annual 
meeting and exhibits, Sherman Hotel, Chi- 
cago, Ill., June 13-8. 


American Petroleum Institute, Eastern District 
meeting, Division of Production, Greenbrier 
Hotel, White Sulphur Springs, West Va., 
June 17-19. 


Georgia Independent Oilman’s Assn., second 
annual Management Institute, University of 
Georgia, Athens, Ga., June 21-23. 


Louisiana Oil Marketers Assn., annual con- 
vention, Jung Hotel, New Orleans, La. 
June 27-28. 


AUGUST 


National Congress of Petroleum Retailers, 8th 
annual convention, Sir Francis Drake Hotel, 
San Francisco, Calif., Aug. 8-13. 


Socy. of Automotive Engineers, national West 
Coast meeting, Los Angeles, Calif., Aug. 
16-18. 


SEPTEMBER 


Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Ill., Sept. 8-10. 


New Mexico Petroleum Industries Committee, 
annual convention, LaFonda Hotel, Santa 
Fe, N. M., Sept. 13-14. 


Packaging Institute, Petroleum Packaging 
Committee, Philadelphia, Pa., Sept. 13-14. 


National Petroleum Assn., 52nd annual meet- 
ing, Hotel Traymore, Atlantic City, N 
Sept. 15-17. 


Ohio Petroleum Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel, 
Westwood Country Club, Cleveland, Ohio, 
Sept. 22-23. 


Pennsylvania Petroleum Assn., fall convention, 
Pocono Manor Inn, Pocono Manor, Pa., 
Sept. 26-28. 


Tennessee Oil Men’s Assn., fall meetings, Pea- 
body Hotel, Memphis, Tenn., Sept. 27-28. 


OCTOBER 


Empire State Petroleum Assn., fall meeting, 
Whiteface Inn, Lake Placid, Whiteface, 
N. Y., Get. 10-12. 


National Assn. of OM Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
Ill., Oct. 10-12. 


Socy. of Automotive Engineers, national trans- 
portation meeting, Boston, Mass., week of 
Oct. 18. 


Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., 
Oct. 20-21. 


Western Petroleum Refiners Assn., regional 
meeting, Garrett Hotel, El Dorado, Ark., 
Oct. 21-22. 


Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Okla., Oct. 25-26. 


National Lubricating Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 


Socy. of Automotive Engineers, national diesel 
engine meeting, Statler Hotel, Cleveland, 
Ohio, Oct. 26-27. 
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FOLLOW THE ROTOCYCLE 
THROUGH A ‘'FLO-WARD"’ CYCLE 


You Can Count On 


ROCKWELL ROTOCYCLE METERS 


FOR FASTER LOADING + GREATER SUSTAINED 
ACCURACY + LONGER USEFUL LIFE 


Model BLX-5 with print- 
ing register. One of five 
sizes having capacity 
ranges between 20 gpm 
minimum and 800 gpm 
maximum. 


WHAT LOW FRICTION DESIGN 
MEANS TO YOU 


In the Rockwell Rotocycle meter there are 
no metal-to-metal contacts to absorb pres- 
sure—to wear and cause inaccuracies. A 
simple, effective liquid capillary seal bonds 
the measuring element bottle tight. Too, in 
the Rotocycle there are no oscillating parts 
—no valves, pistons or reversing motions 
to “break” the smooth flow. Hence you can 
load trucks faster, use smaller motors on 
your pumps—save on electric power bills. 
The accurate records Rotocycle meters pro- 
vide make auditing and accounting simple 
and positive. Write for bulletins. 


YOU CAN RELY 


/ 
/ 
i 


ALL-REVOLVING ROTOR 


The Rotor inside the Rotocycle 
meter rotates freely “‘Flo- 
ward” on double stainless steel 
ball bearing mounts. The mo- 
tion is exactly like that of an 
electric motor —smooth, effort- 
less and quiet. 


ON ROCKWELL 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Chicago Dallas Houston Kansas City, Mo. Los Angeles 
New York Philadelphia Pittsburgh 


In Canada: Peacock Brothers Limited 


San Francisco Seattle Tulsa 


ae) bile), | Liquid entering the 
measuring chamber through the 
inlet port encounters vane No 
1) which seals off further liquid 
progress 


POSITION Il: Pressure under vone 
No. (1) forces the rotor to turn on 
its centershaft. Vane No. (2) has 
now reached position occupied by 
i, eM ee 
the wall. Segregated between vanes 
(1) and (2) is a definite volume of 
liquid indicated in dark color 
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POSITION Ill: Vane (3) has reached 
the seal position. Between it and 
vane (2) is another measured vol- 
ume 


POSITION IV: Vane (4) has reached 
the seal position and another meas- 
vred volume is segregated. The 
volume between vanes (1) and (2 
is now discharging through the 
ovtlet port. These measured vol- 
umes ore integrated on the register 
in terms of gallons passed through 
the meter 


OG-S4ll 








Because contractors measure fast, sure starts in dollars... 


Caterpillar: uses GLOBE 


batteries for CAT-built machinery 


... and that’s important news to 
Private Label marketers who 
want batteries that can take it... 
Why do Globe-built batteries sell faster 
and easier? 

Because they actually do provide 
longer life, more dependability. 

Caterpillar has been making rugged, 
track-type machinery for 50 years. Bat- 
teries in CAT-built machines have to be 
able to withstand heavy pounding under 
all conditions — all types of weather. 


ra! Ce : 
“© _ Our Congratulations! 


Experience gained by Globe-Union en- 

gineers working with heavy construction 

machinery has naturally benefited to- 

day’s Globe-built automobile batteries. 
That’s why Globe batteries offer 

motorists better performance and more 

value for their battery dollar. When 

you sell Globe-built batteries — 

under the “Spinning Power” 

or a private label — you 

can be sure that you 

sell the best. 














